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RE-STATING SOME FUNDAMENTALS . 
off 
. . e . ° 5 t 
Modern man faces the compelling obligation to protect his family, aa 
both in life and in death, and much of his daily toil, a goodly share of 
his self-denial and a considerable portion of his earnestness, center about o. 
this driving duty. ! que 
e . . cor 
There is not a man of family in the United States today who has not 
some special need for protection which can be splendidly served by life «] 
insurance, and every man so situated requires competent and respon- 09 
sible advice in planning a program which will exactly fit that need. sad 
cent 
No two men have identical problems, but, just the same, some form Mon 
of life insurance or endowment, properly prescribed, will assure com- 
plete protection and perfect compliance with all requirements. “y 
and 1 
: , h 
The Northwestern Mutual Life Insurance Company feels that life de 
insurance is service and that the best service is rendered by experts who 09 
make a profession of fitting life insurance to the needs of insurers. The cation 
Northwestern has equipped its field representatives with full and com- sad 
plete information and data regarding life insurance and its most serv- 
iceable use, in all circumstances. “A 
H line ir 
The public may feel perfectly at liberty to consult them at all times ms 
fully and without obligation, confident that they will get the best of pro- om the 
fessional advice. _ 
The public should also know that the Northwestern accepts no busi- ie 
ness from other than Northwestern agents; that it accepts no business . 
. . . . as 
from brokers; it does no group insurance or wholesale selling, and it Head, 
does not contract with, or license, banks or corporations as agents. 
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“THIS IS WORTH ITS WEIGHT 
IN GOLD!” 














Several Companies have adopted this Course as their 
official training program. Many Agency classes, with from 
5 to 20 subscribing members, have been organized through- 
out the country. 

The Essentials of Life Underwriting is a Study-and- 
Practice Course in 24 Chapters. Subscribers receive two 
Chapters each month for 12 months. Included free are 
questions on the text; you may send your answers in for 
correction and criticism or not, as you wish. 


nr 


A number of complete and illustrated canvasses, now in 
daily use in large Agencies, are included to cover every type 
of prospect. Any one of these canvasses is worth the price 
of this Course. 

The coupon below will bring you the facts about this 
great new Training Course, free and with no obligation. 
However, if you want to get started at once, pin your check 
for $6 to the coupon and the first two lessons and Binder 
will come to you immediately. 
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“I was so enthusiastic after reading Book 
One of The Essentials of Life Underwriting 
that after 9 p. m. I hunted up a client and per- 
suaded him to just double a contract he had re- 
cently taken out with me. These books are 
worth their weight in gold.”—A. E. Demilio, 
Manager, Ohio State Life, Pittsburgh, Pa. 
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“Your work is the most unique, most concise 
and most practical thing now being offered to 
the men on the firing line. My production has 
practically doubled since subscribing. One 
Agent, who went eight months with but one 
application, has averaged better than one appli- 
cation a week since studying your work.”— 
John Manss, District Manager, Jefferson 
Standard, Clearwater, Fla. 
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“A fellow needs guidance along one straight 
line in this Life Insurance Business. I became 
80 pepped-up over the first chapters that I went 
out and sold a nice $5,000 policy. I am sold 
on the whole idea.”——-K. L. Wiltberger, Special 


Agent, DeKalb, Illinois. to him the price poid. 





GUARANTEE OF 
SATISFACTION 


In Connection With 
The Study-and-Practice Course 
Essentials of Life Underwriting or 


The Diamond Life Bulletins, with offices at 420 
East Fourth Street, Cincinnati, Ohio, hereby agrees 


that it will refund to.... 


whose address is........ 
and who has this day enrolled for the Diamond 
Life Bulletins Study-and-Practice Course in The 
Essentials of Life Underwriting, the sum of 
$36.00, or the sum paid by him for this Course, 
= providing that he shall duly study this Course of 
instruction, return written answers to the “Quiz 
Service,” pay for his enrollment according to his 
written order of this date, and return the material 
furnished in connection with it to us within one 
year from this date, and ask for this refund with a 
statement that the instruction has not been worth 


“May I congratulate you upon what I believe 
to be one of the more forward steps in agents’ 
training? We shall take pleasure in recom- 
mending the use of your course in our agen- 
cies.” —Earle W. Brailey, Asst. Supt. of Agen- 
cies, New England Mutual. 





“You have made Life Insurance a ‘live 
thing,’ and its presentation to the public cannot 
help but stimulate the sale of business. As an 
‘old timer’ in the business, I am getting a big 
kick out of it myself."—J. W. Kirgan, Man- 
ager, Fidelity Mutual, Cincinnati, Ohio. 
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“T consider the manner in which you are 
treating this subject the best I have ever seen. 
It is my intention to use it extensively through- 
out the year.”—IVill S. Reeve, General Agent, 
Union Central, Detroit, Mich. 


——— 


“I want to tell you that “The Essentials of 
Life Underwriting’ looks better to me than 














anything I have ever seen since I have been in 
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“Here is a Course which * * * rests on a sound pedagogical basis. It 
undertakes to do for the average man precisely what he most needs to have 
done. This is to simplify and standardize his work. Both are crying 
needs for the difficult and exacting tasks of field-men.”—IlV. H. Hazard, 
Head, Dept. of Publications, New England Mutual. 
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“Tt may interest you to know that after instructing our men in this spe- 
cal work, we have shown a very material increase in our production. It 
my intention to make it a permanent part of our Study Course.”—E, R. 
Eckenrode, General Agent, Harrisburg, Pa. 
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“A few days ago I delivered an insurance program with an annual pre- 
mum of about $5,000; the information furnished showing the value of 
Life Insurance as Property was of very great help to me.”—C. G. Hall, 
veneral Agent, Volunteer State Life, Port Arthur, Texas. 

“or 


“I have never found anything that equals your lesson on Life Insurance 
* Property, for the manner in which you analyze the subject is nothing 
hort of a revelation.”—D. J. Kegler, Special Agent, Mutual Life of New 
York, Louisville, Ky. 

SPP 





“ . . . 

This new study on Life Insurance is one of the finest most clear-cut 
Mopositions on our business that has ever been put out.”—S. B. Johnston, 
Agency Director, New York Life, Boston, Mass. 
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| feel that your work is a big contribution toward the profession of 
“te Underwriting. Enclosed you will find enrollment blanks with initial 
“eck to start a selected class of our men in the Course immediately.”— 
«.H. Sauers, Agency Director, Bankers Life, Seattle, Wash. 


the business and feel that it is going to be the 
outstanding contribution to Life Insurance selling fon a long time to 
come.”—Ray Boyd, District Manager, Mutual Life, Covington, Tenn. 
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“Thursday your Bank Book Canvass helped close a $6,000 case.” —John 
W. Lawrence, Special Agent, Provident Mutual, Kansas City, Mo. 








You advise your clients 
to insure their life plans 


Will you invest $24 toinsure yours? 
(With Quiz Service, $36) 


The Diamond Life Bulletins, 
420 E. Fourth St., Cincinnati, Ohio. 


[] Send me all the facts, free. 

[] Here’s $6.00 initial payment. Send note for bal- 
ance due, payable quarterly and start the Course. 

CHECK ONE. 
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The Western and Southern Life Insurance Company 


AT YOUR SERVICE 


W. J. WILLIAMS, President 


Home Office 


CINCINNATI, OHIO 




















Ral 
New | 











Thirty-Third Year‘ No. 15 


The National Underwriter 


LIFE INSURANCE EDITION 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, APRIL 12, 1929 






$3.00 Per Year, 15 Cents a Copy 





DIFFERENCES DEVELOP 
OVER DISABILITY CODE 


Wide Divergence Between Mutual 
Benefit Form and Proposed 
Standard Emphasized 


RHODES PRESENTS CASE 


Definition of Disability, Pro-Rating Item 
and Question of Cash and Loan Values 
Cause Clash at Hearing 


NEW YORK, April 11—Sharp con- 
troversy over several features in the pro- 
posed disability insurance standard arose 
at the public hearing held in New York 
Monday, one of the chief features of the 
session being the wide divergence be- 
the Mutual Benefit’s new form 
e proposed standard, which would 
prohibit that company’s announced con- 
tract. The hearing was well attended, 
attracting several outsiders as well as 
actuaries and a number of westerners, 
including Claris Adams, manager of the 
American Life Convention, who spoke 
for the company members of that or- 
ganization. No decision was reached, 
ot course. and the matter was returned 
to the joint consideration of the actua- 
ries’ and commissioners’ committees, 
before final recommendation is made, 


Not Matter for Legislation 


tween 
and th 


It is practically assured now that the 
matter will not become a legislative pro- 
gram, but rather a code to be used as 
basis for enforcement by departmental 
ruling. This was made clear at the open- 
ing of the hearing, when James D. Craig, 
vice-president of the Metropolitan and 
chairman of the actuaries’ committee, 
and Grady Hipp, New York state ac- 
tuary and chairman of the commis- 
stoners’ committee, both emphasized the 
desirability of considering the proposed 
standard from this viewpoint. No ob- 
jection was raised and it appeared to be 
the general opinion that legislation was 
not to be desired, though on one or two 
points later in the hearing, some sug- 
gestions were made that certain factors 
ot be well handled unless by law. 
Can Be Enforced by Ruling 

As or 
by rul 


me 
could 


the possibility of enforcement 
ng, Mr. Hipp said that an inquiry 
own only four states where this 


would be impossible, Kentucky, Georgia, 
New J lersey and Rhode Island, and these 
four are all strong in their support of 


the measure and will lend whatever aid 
they can. The standard could be defi- 
ie. y enforced by ruling in New York, 
Mass; 





‘assachusetts, Ohio, Connecticut, Vir- 
ginia, Illinois, “Tennessee, Michigan, 
ennsylvania, South Dakota and Mon- 
tana. The commissioners feel there 
would he no difficulty in enforcing the 
tasure by ruling. 


Controversy Over Three Questions 





my . 
, The keenest controversy arose over 
Tee questions, that of the definition of 
disahj] . e . 
sabi] the item of pro-rating pay- 





ind the question of cash and loan] a 


ments 








CONNECTICUT GENERAL 
PROMOTES BREDEHOFT 


PROMINENT IN ASSOCIATIONS 





Toledo General Agent Made Superin- 
tendent of Field Service—Will 
Direct Educational Work 





George A. Bredehoft, general agent 
for the Connecticut General Life at To- 
ledo for the past five years, has been 
appointed superintendent of field service 
and will direct the company’s educa- 
tional and sales promotional work at the 
home office. He will start in his new 
position on May 1. 

Mr. Bredehoft graduated in 1914 from 
Ohio State University, having specialized 
in the school of business administration 
and journalism. He was business man- 
ager of the university newspaper while 
in college and for a short time after 
graduation he was engaged in advertis- 
ing work. 

Promotes Sales Congresses 


In 1915 he joined the Columbus 
agency of the Connecticut General as an 
agent, in which work he was extremely 
successful. In 1924 he was appointed 
general agent for northwestern Ohio 
with headquarters at Toledo, since which 
date he has been actively and success- 
fully engaged in this work. 

Ever since entering the insurance field 
Mr. Bredehoft has been interested in 
association and educational work. 
While he was in Columbus he served 
three years as secretary of the Columbus 


Life Underwriters’ Association and for 
three years as secretary of the Ohio 
Association of Life Underwriters. Dur- 


ing his last year in Columbus he con- 
ducted a Y. M. C. A. course in life in- 


surance. In Toledo he served as presi- 
dent of the Toledo association and 
helped to organize the life managers’ 


club of that city, of which he has been 
acting as secretary this year. For sev- 
eral years he has engaged in the promo- 
tion of educational sales congresses 
which have been held on consecutive 
days in the larger Ohio cities. 


values in connection with disability cov- 
erage. Each of these items involved 
the Mutual Benefit’s new form, but op- 
position was not confined to that com- 


pany alone, several others rising in vig- 
orous protest, particularly on the first 
two. Specific recomendations for 


changes in the proposed standard were 
made in connection with both the first 
two and the committees have agreed to 
give special consideration to these before 
issuing the standard as final. The wide 
variance in company practice was in evi- 
dence and practically all companies must 


effect some change in their writing of 
the disability clause, if the new form 
be adopted, some having very drastic 


revisions to make. The Mutual Benefit, 
of course, would not be able to issue its 
proposed form at all under the proposed 
standard, as it does not agree on the 
definition of disability, it requires pro- 
rating of payments and it allows cash 
and loan values on the supplementary 
disability policies. 

The conference opened with consider- 





ble vigor, as the first item under con- 


PRUDENTIAL FIELD MEN 
TO GATHER NEXT WEEK 


ee 


NEARLY 1,000 ARE EXPECTED 





Banquet Thursday Night Will Conclude 
Series of Conferences—Duffield 
To Be Toastmaster 


NEWARK, April 11.—Nearly 1,000 
field employes of the Prudential repre- 
senting offices throughout the United 
States and Canada will attend the 19.9 
business conference, to be held at its 
home office in Newark April 15-18. 

The delegates will include district su- 
perintendents, assistant superintendents 
and the leading agents of the industrial 
branch of the business and managers, 
assistant managers, special agents and 
brokers in the ordinary branch. 

The opening session of the conference 
will take place Monday morning, when 
all the delegates will gather at the home 
office gymnasium, to hear addresses by 
the executives and to be welcomed by 
President Edward D. Duffield. Monday 
afternoon will be devoted to a reception 
of the representatives by the various 
executives. 

Banquet Thursday Night 


Tuesday morning there will be a ses- 
sion for the superintendents alone, this 
to be at the home office, while the other 
groups will have their meetings at the 
Hotel Commodore, New York City, be- 
ginning at 3 o'clock in the afternoon. 

Each of the Prudential’s division man- 
agers will hold meetings of their respec- 
tive’ superintendents Wednesday morn- 
ing, while the ordinary managers will 
assemble at the home office. On Wed- 
nesday afternoon the home office will 
be the scene of sessions of the assistant 
superintendents, the industrial agents 
and the ordinary agents, including assist- 
ant managers and brokers. 


Joint Session Thursday 


All the delegates will convene again 
in the company gymnasium on Thurs- 
day morning for the final business ses- 
sion. Thursday evening there will be 
a reception in the ball room of The Com- 


modore, to be followed by the annual 
dinner. President Duffield will be the 
toastmaster, and the guests of honor 
will include Governor Morgan F. Lar- 


Jersey, Representative 
Charles A. Eaton of North Plainfield 
and R. L. Calder, representing the Do- 
minion of Canada. 


son of New 


sideration was the definition of disability. 
This at once brought into discussion the 
Mutual Benefit policy. E. E. Rhodes, 
vice-president and actuary of the com- 
pany, sought a change in the definition 
which would make it broad enough to 
permit the definition used in his policy, 
limiting it to cases whose earnings have 
been reduced to 25 percent of the pre- 
vious earned income. Mr. Rhodes ob- 
jected to the proposed definition because 
it is not in conformity with court pro- 
cedure, courts in 13 states having denied 
this as a true definition of disability in 
the past. He said that the definition 
does not mean what it says and, though 
he has no objection to any other com- 
pany using it if it desires, he will vigor- 


AYRES SEES UPWARD 
TREND IN BUSINESS 


President of the American Life 
“Convention Comments on Pres- 


ent Conditions 


NO CAUSE FOR PESSIMISM 


Commerce, Industry and Finance Are 
All Reflecting Prosperous Situation 
in the Country 


The second quarter of 1929 should 
bring marked improvement in practically 
every industry, in the opinion of Clar- 
ence L. Ayres, president of the Amer- 
ican Life Convention. 

Insurance companies have made sub- 
stantial gains during January, Febru- 


ary and March. Reports sent in by the 


field forces of the companies that are 
members of the American Life Con 
vention indicate there has been a grad- 
ual improvement in most of the basic 
industries. Mr. Ayres is president of 
the American Life of Detroit. 

“I am certain there will be substan- 
tial gains recorded by most industries 
during the next quarter,” Mr. Ayres 
said in discussing the outlook for \pril, 
May and June. “Life companies antici- 
pate a great volume of new business 
during the next 90 days. January, Febru- 
ary and March were very satisiactory 
months for most of the companies, both 


large and small. 


Stabilizing Influence Seen 
“Everywhere the stabilizing influence 
of the new administration at Washing- 
ton is apparent. Almost everyone 
to. have confidence that President 


seems 


Hoover will effectively and satisfactorily 
solve our big economic problems. Busi- 
ness generally has benefited from this 
feeling of safety. This spirit is mam 
fest not only in the larger cities and 
industrial centers, but also in the rural 
districts. Leading agriculturists § are 
sure that the new administration will 
help the farmers to relieve the condi- 
tions that has brought distres- some 
of them. 

Conditions Will Improve 

“Men who are in very close touch 
with such basic industries as stee!, auto- 
mobiles, oil, coal and minerals, textiles 
and electrical production are almost as 
one in the belief that conditions will 
show improvement in the next three 


The outlook for agriculture 


months. 


and retail business is very good. Busi 
ness generally has established itself on 
a more stable basis since the beginning 
of this year. That this is true is in- 
dicated by the comparatively minor 


position the stock markets have in our 
every day life now Time was when 
the rise and fall of stocks and bonds 
on the leading exchanges controlled our 


business life. Naturally some students 
of economics are alarmed at the wide- 
spread speculation in stocks and the ap- 
parent inflation in values of such 





(CONTINUED ON PAGE 30) 
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SATTEM SPEAKS ON 
GETTING NEW AGENTS 


-_—-— 


CAREFUL SELECTION NEEDED 





Manager of the Mutual Life at St. Paul 
Gives Some Observations on 
the Subject 


At the meeting of the St. Paul Man- 
agers & General’ Agents Club it was 
decided to invite W. W. Klingman, vice- 
president of the Equitable Life of New 
York, to address the meeting in May. 
The St. Paul general agents also will 


invite the members of the General 
Agents Club of Minneapolis to join 
them at that time. Mr. Klingman was 
formerly manager of the Equitable Life 
in the northwest. 

The St. Paul General Agents Club 
has a membership of 23. G. A. Sattem, 
general agent for the Mutual Life in St. 
Paul, who succeeded William Peet, re- 
cently retired, made an address on hir- 
ing agents. In part Mr. Sattem said: 


Work Starts at Home 


“Some men claim that life insurance 
men are developed. Others claim that 
the old system of giving a man a rate 
book and an application, and telling him 
to go to it, has produced just as many 
good men as all of our colleges, life 
insurance sales courses, etc., have pro- 
duced. Personally, I am not in a posi- 
tion to give an opinion. I feel that our 
work usually starts at home. What 
right have you and I to induce a man 
to leave his present vocation to become 
associated with us? What have we to 
offer, and how much? If we are 
qualified to give him the assistance he 
is rightfully entitled to, how much of 
our time and attention are we going to 
give him? 


Heavy Responsibility 


“To induce the proper man, the high 
type man, to engage in life insurance, 
you automatically shoulder a large re- 
sponsibility. To me it is staggering. I 
hesitate in many instances to make an 
appointment, realizing the fight that 
the new individual producer must make 
in order to come through. It is up to 
me to sacrifice, and the chances are 
that his family will have to sacrifice, 
such as you and I did years ago and 
by chance, or otherwise, survived. 
Therefore, I contend that when we talk 
about the acquisition of new agents it 
behooves us to look ourselves over first, 
and find out and satisfy ourselves on 
at least this one point, whether or not 
we are qualified to ask a man to give 
up his present vocation to engage in the 
life insurance business and to become 
associated with us. 


e 


Does Not Like Advances 


“The higher type man automatically 
feels that you have gone into this sub- 
ject fully, and are acquainted with this 
problem. He has confidence in you, and 
feels that you are not only going to 
help him, but that you are going to stay 
by him. If it requires any money out 
of your own personal pocket you are 
going to sacrifice to the fullest extent 
to help him over the rough spots. I do 
not suppose there is a man that detests 
advances anv more than I do. I do not 
believe in giving men crutches to walk 
with, or stand on. An advance in my 
estimation is about the same thing as 
a term policy written on the quarterly 
basis. It means the beginning of a 
lapse, and is poor business. 


Matter of Selection 


“It is my understanding that some- 
thing will happen to 38 percent of our 
present organization. Either our good 
men will fail to produce, some will die, 
etc., and in order to hold the agency 
equal to its present status it is neces- 
sary to increase through the old agents 
and by new agents in excess of 38 per- 
cent in order to show a gain. To me 


LOS ANGELES COMPANIES 
GAIN IN FIRST QUARTER 


———. 


MORE AGENCY DEVELOPMENT 


WOULD “DEBUNK” LIFE 
INSURANCE SELLING 


IS TIME FOR FUNDAMENTALS 


EQUITABLE’S GROUP 
MEN STUDY PROBLEMS 


AIDS GROWTH OF COMPANIES 








Great Republic Life Reports 57.5 Percent 
Increase—Pacific Mutual and 
Occidental Prosper 





LOS ANGELES, April 11.—Los An- 
geles life companies experienced sub- 
stantial gains in the production of writ- 
ten new insurance for the first quarter 
of 1929 as compared with the same period 
of last year, as shown by the results 
recorded. 

The Pacific Mutual Life with a 1929 
volume to April 1 amounting to $37,- 
809,000 registered a gain of close to $3,- 
000,000, the total for the first three 
months of last year being $35,059,000. 
Vice-President Danford M. Baker states 
that while business conditions in the 40 
states covered by the field of his com- 
pany are satisfactory, he attributes this 
increase in business more to extension 
and improvement of agency organization 
than to any greater degree of prosperity 
than that enjoved during the first quarter 
of 1928, 

Increase 16.51 Percent 


Insurance written by the Occidental 
Life during the first quarter of 1929 
amounted to $7,825,856, an increase of 
16.51 percent over the total of $6,716,478 
in the corresponding period of 1928, ac- 
cording to figures announced by Robert 
J. Giles, secretary and general manager. 
March sales totaled $2,851,264, as against 
$2,628,638 for March, 1928, or an in- 
crease of 8.46 percent. Present indica- 
tions are that the company’s new busi- 
ness will continue to show an increase 
over the preceding year throughout 1929, 
Mr. Giles stated that the production for 
the first four days of April was so heavy 
that the percentage of increase for the 
year to April 5 was raised to 20.38 per- 


cent. 
Savage Announces Increase 


The Great Republic Life reports a 
splendid increase in written production 
as compared with the first quarter of last 
year, Vice-president W. H. Savage an- 
nouncing an increase of 57.5 percent, the 
1929 total to April 1 amounting to $2,- 
781,455. The month of March recorded 
a gain of over 49 percent. Mr. Savage 
explains this gratifying increase as be- 
ing due mainly to the greater develop- 
ment and extension of the company’s 
agency organization plus favorable gen- 
eral business conditions in the states 
in which this company operates. 


Write Nearly $2,000,000 


Agents of the Federal Reserve Life 
produced $1,700,244 during their “Easter 
Bonnet” contest from Feb. 12 to March 


16. Checks to buy Easter bonnets were 
given to the wives of the winning 
agents. 


President E. W. Merritt, Jr., has an- 
nounced that 147 agents of the Federal 
Reserve Life wrote $1,736,399 business 
in March. 








ing new men is very simple. I do not 
think that any of you have any trouble 
in making connections and contacts that 
will give you the new timber you want. 
Whether or not it is the right timber, 
that is entirely up to you. Whether 
or not it is the kind that you desire is 
a matter of selection. 

“The getting of new agents, so called. 
is not in my estimation much of a job; 
but the contracting with men that will 
be an asset to the agency and to the 
business is a ‘horse of a different color. 
It requires the best that we have in us 
to develop and stand by them. How to 
pick them, and where to get them, I do 
not know. Our system, | presume, is 
no different than yours. We are on 
the look out constantly for good men, 
and will probably limit our increase in 
full time men to the number we can 


Sales Education Useful, But Novice 
May Starve to Death in Hands 
of Experts 


NEW YORK, April 11—Earl F. 
Colburn, general agent for the Con- 
necticut Mutual Life at Rochester, N. 
Y., undertook to somewhat “debunk” life 
insurance salesmanship in his talk be- 
fore the New York Association of Life 
Underwriters Tuesday evening. Mr. 
Colborn said that it is his impression 
that life insurance has had too much 
inspiration, but that the important thing 
is not whether this is the golden age 
of life insurance, but how much gold 
is in it for the individual concerned. It 
is not to wonder as to the professional- 
ization of the business, but as to the 
fact of making a living at it. 


Time for Fundamentals 


Mr. Colborn emphasized the fact that 
he did not wish to depreciate the pro- 
fessional aspect of the work now being 
done, but merely to point out that in the 
past 10 years, the training, education, 
professionalization and refinements have 
been thrown into the business in such 
tremendous quantities that it is time to 
get back to fundamentals. To do this, 
life insurance in the production end 
needs to be debunked. Underwriters are 
not troubled with too little knowledge 
today, but with too little definite knowl- 
edge. He said that there is a certain 
order of progress in ail matters, which 
rather points the way for life insurance, 
this carrying affairs from crude chaos 
into a state of intense organization, 
which now exists, and then on into 
simple organization, which is now the 
essential for the business. 


Starve in Hands of Experts 


Referring to the underwriters of the 
19th century, Mr. Colborn said that those 
men who never heard of training schools, 
scientific sales methods and complicated 
paraphernalia were not so crude as is 
commonly believed. The past 10 or 15 
years have developed scientific salesman- 
ship to a tremendous extent, so much 
so that the beginning agent today is 
lucky if he doesn’t starve to death 
while in the hands of the technical ex- 
pert. In summing up, Mr. Colburn said 
that the agent needs to definitize, sim- 
plify, standardize and concentrate. More 
closely defined, he stated it as definitiz- 
ing the requirements, simplifying the 
training, standardizing the selling and 
concentrating activity. He also said 
that the basic consideration for success 
is the desire for it and one can achieve 
just what he desires. Failure to achieve 
means that the desire was not sufficient 
to offset other passing desires. 


PENN MUTUAL SCHOOLS 
CONTINUE:-IN APRIL 





Vincent B. Coffin, director of educa- 
tion of the Penn Mutual, continues in 
April the agency school program begun 
two months ago. These are the three- 
day schools for the month: Meeting at 
Baltimore, the Baltimore, Wilmington 
and Washington agencies, April 11-13. 
Richmond has for itself April 15-17. At 
Charlotte, N. C., Charlotte, Raleigh, and 
Spartanburg are listed for April 18-20. 
April 22-24 will gather at Atlanta the 
members of the Atlanta, Savannah, 
Macon, Jacksonville, and Charleston 
agencies. And then Mr. Coffin and Mr. 
Preston, home office representative, who 
will assist him throughout the month, 
turn northward to Boston, where from 
April 29 to May 1, Boston, Manchester, 
Portland, Bangor, and Providence will 
gather at the Hub, Wm. A. Conway, 
home office representative, joining them 


Figures Show Those With Group De. 
partments Also Gain in Ordi- 
nary Life 


NEW YORK, April 11.—Speaking 
before a luncheon of the company’s 
group supervisors who are gathered 2 
the home office for their annual confer. 
ence, T. I. Parkinson, president of the 
Equitable Life of New York, told oj 
the widespread benefits of group lii 
insurance and its great place in the life 
insurance structure. Mr. Parkinson said 
that it is the basis of the present tre- 
mendous expansion of life insurance ané 
is a great educative force among the 
public. Through it, men and women are 
educated to life insurance and for this 
alone it is a public benefactor. It also 
enables the companies to render a great 
service to the public, such as is not pos- 
sible through ordinary lines. Mr. Par- 
kinson repeated some words of the 
president, citing them as an excellent 
definition of life insurance, “Advancing 
prosperity and securing equal opportv- 
nity for all.” 

This was the luncheon for the grow 
supervisors and leaders, who were in 
conference in New York this week. For 
two days they conferred on the sales, 
underwriting and business angles oi 
group insurance and pointed their ¢i- 
forts to a greater year in 1929. At the 
luncheon, William J. Graham, vice- 
president in charge of group, who was 
in charge of the sessions, also spoke, 
citing the vital position which group lie 
insurance holds today. He said that t 
was one of the great motivating forces 
in the life companies. Figures were cited 
to indicate the importance of grow 
business, Mr. Graham saying that the 
six leading non-group writing companies 
showed an increase of 127 percent last 
year, as compared with 1920, ordinary 
business being considered, while the six 
leading group companies showed an it- 
ccrease of 174 percent on a like com- 
parison. 

Other factors were considered, but 
Mr. Graham said that he felt group was 
a factor of great importance in making 
these leaders grow in all departments 
through the addition of group business 
He said that study of past records 
shows a great change in ranking @ 
companies by writings of ordinary bus: 
ness, the companies adding group _ha\ 
ing replaced those not writing it 1 
many cases, among the leaders. M:. 
Graham said that today the business * 
seeing the heyday of group thought ané 
that life insurance is profiting from this 
Those who tie up their developmet 
work with this, can profit according! 
Group gives a close contact that deve: 
ops other big business, as well as culti- 
vating the life insurance idea among 
many of lesser size. He predicted ? 
record year this year and new high goa 
have been set by the various units 
the company. 

I. C. Baldwin, 
dent and health division of the 
department of the Equitable, spoke 
the dual appeal of group disability, tht 
to the family interest and that to se 
interest. Mr. Baldwin said that puke 
opinion brought about compensaue 
legislation, requiring protection for © 
cupational accidents, but the hazard by 
non-occupational disability is equa” 
important and yet not covered unless 
by group disability. There is no 
ployer responsibility in this, but a .° 

in the 


in charge of the actr 
group 


employer sympathy and interest 
welfare of his workers. 

Pensions and annuities, as the round: 
ing out of group service, were discuss 
by G. Powell Hamilton, director of pe 
sions and annuities for the compat} 
Mr. Hamilton spoke of the responsi 
ity, moral or otherwise, to employ® 
grown old in service who are unable" 
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CONWAY COMMENTS ON 
SECTION 97 REVISION 


Bill, Now Signed by New York 
Governor, Becomes Law of 
State 








SATISFACTION EXPRESSED 





Cites Many Changes Made Possible 
Under the New Underwriting 
Rules 


NEW YORK, April 11.—Enactment 
of the section 97 revisions in New York 
has become effective, Governor Roose- 
velt having signed the bill which the 
last legislature passed. In connection 
with this bill and its application to the 
life insurance business, the New York 
insurance department issued the follow- 
ing memorandum: 

“Superintendent Albert Conway ex- 
presses satisfaction with the passage of 


the bill amending section 97 and re- 


lated sections of the New York insur- 
ance law. The bill has been signed by 
Governor Roosevelt. Superintendent 
Conway and the members of his de- 
partment have given a great deal of 
time and careful study to the problems 


involved in connection with the amend- 
ments to the law. 
Benefit for All 
“The amendments will benefit not 


oily the insuring public but also the 
companies and agents by preserving and 
strengthening the fundamental principle 
and purpose of section 97. Conditions 
in the insurance field, policy benefits 
and mortality experience have changed 
materially since section 97 was enacted 
in 1906. The amendments bring the 
lw up to date so as to meet the 
changed conditions. The abuses and 
improper tendencies towards extrava- 
gance will be checked. 

“No company, agent or anyone else 
opposed the amendments before the 
legislature. When Superintendent Con- 
way assumed office on Jan. 1, 1929 the 
life underwriters appeared in opposition 
to the proposed amendments. After a 
tumber of conferences with him and his 
tants and company representatives, 
the life underwriters withdrew their op- 
position. Superintendent Conway agreed 
with them that a reduction should be 
made in the percentage of advertising 
txpenses charged to acquisition costs. 


Many Changes Cited 


“The amendments will make it pos- 
‘ible for companies to reduce gross pre- 
miums so long as the premium level is 
kept above a safe minimum. However, 
the companies are not required to make 
fremium reductions, the matter being 
kit to company managements. The 
amendments also remove the conditions 
Which in the past have made it prac- 
‘cally impossible to organize any new 
mutual life companies under the laws of 
ls state, which conditions have also 
made it exceedingly difficult if not im- 
Possible, to organize and build up a 
Successful stock life company. Fur- 
“er, the amendments provide a more 
dequate control over acquisition costs 
eld make the statutory requirements 
more nearly equitable as between_ the 
ri classes of companies. They 
‘ permit business to flow readily in 
‘S natural channels without artificially 
fostering any particular type of policy 
ind without forcing economically man- 
“ed companies to resort to artificial 
Peans of complying with the expense 
retirements. 

‘The American Men Ultimate table of 
Portality based upon recent mor- 
y experience among insured lives. 
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NELSON L. SHULTIS IN 
COLUMBUS MUTUAL POST 


MADE PRESIDENT’S ASSISTANT 


New Incumbent Has Been in Life In- 
surance Business in Various 
Capacities Since 1916 


Nelson L. Shultis, who has been lo- 
cated at Chicago as agency supervisor 
of the Manhattan Life in the middle 
western states, has resigned to take his 
new position at Columbus, O., as assist- 
ant to the president of the Columbus 
Mutual Life. Mr. Shultis has had an 
all-round insurance experience. 

Mr. Shultis started in the life insur- 
ance business in 1916 as an agent of 
the Equitable Life of New York in 
Milwaukee. At the outbreak of the 
world war he entered the army and in 
the last five months of his service he 
traveled the United States urging sol- 
diers about to be demobilized not to 
lapse their war risk insurance. He 
then joined the Equitable Life of Iowa 
as supervisor in Minneapolis, and after 
about a _ year joined the Missouri State 
L ife as Minneapolis general agent. Nine 
months later he opened a branch for 
the Missouri State, in which he served 
continuously for the next sik years. 
His next connection was with the Pa- 
cific Brotherhood Investment Co., for 
which he developed thrift campaigns 
at various times and in various parts 
of the country. His next connection 
was with the Manhattan Life, which he 
served in Chicago for the last year as 
agency supervisor for the middle west- 
ern states. Mr. Shultis leaves the Man- 
hattan with the high regard of all of 
its officers, which is reciprocated. 








an alternative minimum standard of 
valuation. Companies will be given a 
safe leeway in calculating extended term 
insurance, which experience has indi- 
cated to be necessary. 

“It seems reasonable that a company 
which is more economical in obtaining 
new business should be permitted to 
write a larger volume of new business. 
Accordingly, the amendments substi- 
tute an ‘economy percentage’ based on 
the ratio of the first year expense limit 
to first year expenses for the compli- 
cated ‘economy percentage’ of the pres- 
ent law, based on total expenses. 
Effects on Economy 


“An investigation of the experience of 
life insurance companies of the United 
States that are not authorized to do 
business in New York, and of the com- 
panies that are so authorized, shows 
conclusively that the expense limitations 
and other provisions of the New York 
insurance law have constituted one of 
the major factors in controlling acquisi- 
tion costs and in the remarkable prog- 
ress of life insurance since the Arm- 
strong investigation. The figures indi- 
cate that the first year expense rate 
of the companies not authorized to do 
business in New York, and consequently 
not subject to the expense limitations 
of the New York law, is about 57 per- 
cent higher than the first year expense 
rate of the companies authorized to do 
business in this state. The figures also 
indicate that the renewal expense rate 
of the authorized companies is about 
64 percent higher than the renewal ex- 
pense rate for the authorized com- 
panies. 

“Superintendent Conway has taken a 
real pleasure in supporting the amend- 
ments to the law, which will make it 
possible for the life insurance com- 
panies to maintain and improve their 
splendid record in the matter of ex- 
penses and service to policyholders.” 


Reserve Loan Shows Gain 


The Reserve Loan Life of Indianapolis 
reports a gain during March of 31 per- 
cent in business over the amount shown 
for February, when a gain of 60 percent 





amendments permit this table as 


was made over January. 


SPECIAL CONFERENCE 
FOR DISTRICT AGENTS 





MEET IN MILWAUKEE JULY 22 


Will Be Feature of Annual Gathering 
of Association of Agents of North- 
western Mutual 


In connection with the annual meet- 
ing of the Association of Agents of the 
Northwestern Mutual Life a_ special 
luncheon conference will be held July 
22, open only to district agents. 

Vice- -president M. J. Cleary will open 
the meeting with a discussion of “The 
District Agent and the District Agency 
System” from the home office view- 
point. Albert B. Irwin of Kansas City, 
Kan., will speak on “A Survey and 
Organization Plan for a_ District 
Agent.” Herbert L. Cramer of Joliet, 
It., will relate from his own experi- 
ence the effect of organization work 
on personal production of the district 
agent. 

. J. Stumm, district agent at Au- 
rora, IIl., will describe his method for 
finding and selling soliciting agents, and 
Hamilton Yancey of Americus, 
will discuss “Training and Supervising 
Soliciting Agents,” including the sub- 
ject of joint work and agency meetings. 
Roger A. Clark, assistant superintend- 
ent of agencies, will be the final speaker, 
summarizing the ideas presented during 
the meeting. About 150 district agents 
will attend the conference. 








CENTRAL OF ILLINOIS 
MADE A LARGE GAIN 





The Central Life of Illinois closed the 
first quarter of the year with a gain in 
paid-for business of more than 43 per- 
cent over the corresponding period of 
1928. 

Alfred MacArthur, first vice-president, 
states that the company will confine its 
development activities to the central 
west—that territory adjacent to Chicago 
and Illinois—and that with the new 
agencies that have recently been added, 
the Central Life anticipates doubling its 
production of 1928. 


The Central Life is celebrating its 
twenty-second anniversary with an an- 
niversary month contest, offering a 


number of prizes to the leading pro- 
ducers for the month. 


Conferences Well Attended 


About 300 general agents, agency 
managers and field men attended the 
regional conference and sales congress 
held in Omaha on Thursday and Friday 
this week under the joint auspices of the 
Nebraska Life Agency Managers Asso- 
ciation and the Omaha Life Underwrit- 
ers Association. The regional meeting 
was held Thursday and the sales con- 
gress Friday. 

Speakers heard on the first day were 
H. O. Wilhelm, state manager North- 
western National Life and president of 
the Nebraska Managers’ Association; F. 
N. Croxson, chairman during discussion 
on “Securing Agents’; Edward I. 
Phelps, chairman during discussion on 
“Training Agents”; Frank Gentry, gen- 
eral agent New England Mutual, Kan- 
sas City; Darby A. Day, general agent 
Union Central, Chicago; Mrs. W. S. 
Pritchard, insurance chairman Iowa 
Federation of Women’s Clubs. Speak- 
ers to be heard Friday were: Darby A. 
Day; Flavel Wright, St. Louis; Frank 
Gentry; William D. Bowles, Des 
Moines; A. B. Olson, Lincoln, Neb.; Ed 
Eustis, Atlantic, Ia.; E. W. De Nio, 
Cedar Rapids, Ia., and C. J. Connelly, 
Sioux City, Ia. 


Good Gain for Atlantic 


The Atlantic Life reports a gain of 26 
percent in paid fer business for the first 
three months of 1929 over the corres- 











REAL ESTATE LOAN 
POLICY OF COMPANIES 





National Association of Real 


Estate Boards Analyzes Re- 
sults of Query 


RESIDENCE UNITS LIKED 


Little Change Is Found in the Attitude 
of Most Offices to Farm 
Mortgages 


An outline of the real estate loan 
policies of 74 leading life companies has 
been issued by the National Association 
of Real Estate Boards from statements 
made the presidents of the com- 
panies, and is now being sent to mem- 
bers of the brokers and mortgage and 


finance divisions of the National asso- 


by 





Ga., | 





ciation. These 74 reports represent 90 
percent of the life companies from which 


money is obtainable for real estate 
projects. 
The subjects included’in the outline 


of insurance 
are: 
are made; 


companies’ loan preferences 
Types of property on which loans 
length of term for the loan; 
the maximum percent value and the 
maximum amount loaned; amortization 
requirements, pre-payment privileges, 

appraisal requirements, and the terri- 
tory in which the loans are made. The 
outline also gives the name and address 
officer 


of the chief loan in each com- 
pany. 
Companies Favor Homes 
Only seven companies care to loan 


on all types of property. Where a dis- 
crimination as to the type of property on 
which loans are made prevails the regu- 


lar old-fashioned, time-honored family 
home, as tradition and sentiment would 
like it to, takes precedence over 


every other type of property in the loan- 
ing preferences of the majority of the 
companies. Of the companies report- 
ing, 69 make loans on single dwelling 
units, thus placing the home the 
most favored of all real estate an 
excellent security for loans. 


as 
as 


Willing toe Loan on Farms 


Despite the dolorous feeling prevalent 


regarding the farm situation it was 
found that only three companies re- 
ported as having in any way altered 


their policies of loans on farms. 
Commercial buildings were included 
as security in the loan policies of 64 
companies. The duplex dwelling ap- 
parently is looked upon generally with 
favor by the life insurance companies. 
Sixty-two companies give loans on du- 
plex dwellings. Next in favor came 
the two-apartment building on which 
58 of the companies loan. Farms and 
combination apartment and store build- 
ings tied for favor in the loan policies 
of the companies. Both types of prop- 
erty are loaned on by 51 companies. 
The large apartment building listed 
in the loan preferences of 46 com- 
panies. Industrial property now in- 
cluded in the types of property on 
which 19 of the companies make loans, 
Two companies reported their willing- 
ness to loan on churches. Ranches and 
plantations, hospitals and country clubs 
included eligible 


is 


is 


were specifically as 
property on which to loan by one com- 
pany. 
Loan Periods Vary 
The period for which companies are 


ready to make loans varies from as short 
a term one year on homes, as re- 
ported by one company, to twenty-year 
loans arranged bv three companies on 
farm property. One companv reported 
(CONTINUED ON PAGE 17) 
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ponding period of 1928. 
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AIR RISK STANDARDS 
ADOPTED BY CANADIANS 


Life Companies Following Find- 
ings of Actuaries’ Club 
on Aviation 


PILOTS TO,BE ACCEPTED 


No Rating Up for Passengers Flying 
Normally—Graded Accord- 
ing to Flights 


NEW YORK, April 11.—In view of 
the wide interest in the matter of avia- 
tion development and the relationship 
of life insurance to this, it is interesting 
to find the Canadian companies taking 
the lead in standardization of practice. 
The Toronto actuaries’ club has long 
had this matter under consideration and 
it has now approved a standard of prac- 
tice and rating which is rapidly being 
adopted by the Canadian companies, 
The findings of this actuaries’ club are 
not binding on the companies, of course, 
it being a purely voluntary grouping 
of the Toronto companies, but the prac- 
tice in the past has been that the Canadian 
companies ‘have taken their suggestions 
as standard for the entire Dominion 
and thus effected a standardization of 
practice without compulsion. 


Companies Now Acting 


The new aviation rules are now be- 
ginning to appear under the individual 
company announcements and it is prob- 
able that these rules will be generally 
adopted in Canada. They coincide with 
the practice of some companies in the 
United States, but in this country there 
is no approach to standard practice, 
there being about as many varieties of 
practice as there are companies. The ac- 
tion of the Canadian companies in defi- 
nitely promulgating these aviation rules 
may result in concerted action in this 
country towards a definite order of pro- 
cedure, but here again there is no means 
of directing practice here towards a 
standard, unless directed by state de- 
partments. 

Rules Are Given 


The Canadian companies will utilize 
a new application form, inquiring in it 
whether or not the applicant has par- 
ticipated or intends to participate in 
aviation. When answered in the posi- 
tive, a detailed questionnaire must then 
be filed, giving full information as to 
this participation. The business is then 
issued on the basis of the subjoined 
schedule, with the rating added as re- 
quired. The extra premiums quoted 
apply 
limited pay and endowment forms of 
20 years or more. A somewhat smaller 
premium is charged for short term en- 
dowment plans and a somewhat larger 
premium for short payment life plans. 
Term insurance cannot be issued on 
such risks and policies will be issued 
only on an annual premium basis. The 
new rules and extra premiums per 
$1,000 as adopted by the Crown Life 
of Toronto, this being the standard 
adopted by the actuaries’ club, are as 
follows: 


Rates for Civil Pilots 


(a) Licensed pilots flying licensed planes: 
(1) Between well equipped air- 
ports only, over estab- 
lished commercial routes, 
passenger service 
Between well equipped air- 
ports only, over established 
commercial routes, mail 
or express pilots or others, 
not passenger service..... 
Mapping and forest patrol, 
government service, part 
ID 60s es mek ibe ee Ot 
(CONTINUED ON PAGE 17) 
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AGENCY TRAINING METHODS 


Harry Jacoby, New York General Agent for the Home Life, has 
Effective System for Average Office 





NEW YORK, April 11—Agency 
training methods in vogue in gigantic 
metropolitan agencies may not always 
be deemed worthy of consideration as a 
pattern by the average office, but the 
program of the Harry Jacoby general 
agency of the Home Life of New York, 
located in uptown New York, can be 
taken as an excellent example of the 
effective plan of a well managed office. 
This is more nearly the average office, 
as it is an organization of about 30 full 
time men, with practically no brokerage 
or surplus business coming in from the 
outside. Yet it is an office that has 
grown from scratch 20 months ago to 
an office which wrote $1,000,000 last 
month, and is practically assured of pay- 
ing for $9,000,000 in this, its second, 
year. The program which has built such 
a unit in 20 months is one that must 
have some merit. 
Was Big Writer 


Mr. Jacoby is a young man who had 
a broad life insurance background of 
personal production, though totally un- 
acquainted with agency methods. He 
had been with the Travelers for 15 years 
and in that time had averaged between 
$1,000,000 and $1,500,000 annually in 
personal paid business. The quality of 
this business is indicated by the fact 
that only lasi month was the first death 
claim filed in this huge volume of busi- 
ness written by him and that was only 
for $2,000. ‘ 

Studied Agency Methods 


Furthermore, he had not written any 
large “jumbo” limes, but was consist- 
ently putting $1,000,000 worth of fives 
and tens on the books each year. Hav- 
ing decided to leave personal produc- 
tion, however, and sitting in his general 
agent's office, he realized that he knew 
very little about efficient agency opera- 
tions. Thus he devoted his first six 
months more to studying the needs of 
the business than to agency development 
and evolved a plan which seems to have 
been worthy of the time spen, as it has 
put his office on the map within a year’s 
time. 

Has Built Big Agency 


As for the agency’s accomplishments, 
the Jacoby office has not only grown 
rapidly, but it has put on the books a 
class of business such as few agencies 
can boast. Without the writing of any 
large cases, two $100,000 policies being 
the only such, it has developed almost 
to $500,000 a month in paid business, 
with an average policy size well above 
that of almost any other agency. The 
average in this office is $11,000, all busi- 
ness included, and of the 85 percent 
which is written on the secial preferred 
life policy of the Home Life, the aver- 
age is $13,000. 

Preferred Life Policy Featured 


Again, the business is, beyond the 85 
percent of preferred life, practically en- 
tirely on the substantial endowment 
forms, only $2,500 having been written 
on the term plan since the opening of 
the office. Furthermore, the business is 
rated by the company’s medical depart- 
ment as above the average. The office 
consists of Mr. Jacoby, a supervisor, an 
actuary and 32 full time men. Mr. Ja- 
coby is giving none of his time to per- 
sonal production, though he was a mil- 
lion dollar writer, and he does not seek 
surplus lines from outside, though, of 
course, gladly taking any that might be 
offered. He is desirous, however, of 
building a strong full time office and iS 
devoting his attention to that. 


Is Personal Work 


Agency training is the basis of his 
entire work. It is an entirely different 
program of training from that seen in 
many other offices, for it is entirely a 
personal matter. It might be called a 
system of personal personnel training. 
Individual conference is the key to the 








entire system. Mr. Jacoby calls these 
conferences “classes” and that they are, 
for in them, the work is unfolded and 
the new man is taught the essentials of 
the business. Each new man taken 
into conference for a study of the life 
insurance business and he is kept in 
conference daily or as often as required, 
until he is proficient in the fundamentals 
of the business. And even after that, he 
is constantly checked by the staff and 
at any time an improvement in working 
methods is seen advisable, further con- 


1s 


ferences are held. The offices of the 
general agent and his supervisor are 
always open for such talks with the 


men and no set time or general agency 
meeting is established. It is believed 
that these personal talks are of greater 
benefit. 


Individual Supervision 


After being given a groundwork in 
the business, the new man is put into 
the field with the supervisor. The first 
call is always made by the supervisor 
and is somewhat of a laboratory sample 
for the new agent. Some prospect fur- 
nished by him is used, but the super- 
visor does the contacting and closing 
entirely. Then, after additional prep- 
aration, two or three calls are made on 
contacts developed by the agent, the 
supervisor closing for him. This con- 
cludes the team work, the agent then 
going out for himself, though guided 
and closely watched and checked by the 


office. This intensive personal training 
work is carried on for six or nine 
months as the case requires, at which 


time it is usually recommended that the 
man undertake the life insurance sales 
course at New York University. 

Sees Value of Training Course 


Mr. Jacoby even helps the men finan- 


cially in taking this course, if needed, 
for he recognizes the value of such 
training work, though he feels it is 


wasted if taken before the man has had 
several months of actual field work. In 
meeting field problems the office actuary 
helps the agent by taking over all of 
the detail and statistical work. This also 
aids the men in gradually undertaking 
the more intricate types of sales work, 
such as tax and credit insurance. 
Throughout, it is a gradual process of 
development and hinges on the personal 
elemnet. There is nothing intricate 
about it and Mr. Jacoby has worked 
out no elaborate system, but he has an 
effective one, as indicated by the results. 


Opening Branch Offices 


The offrce operates on a quota system 
and the minimum quota is about $7,500 
in premiums for the first year. This is 
more than passed in practically all 
cases, even in the case of the women 
agents, of which he has three. One of 
these women writers has developed into 
a $500,000 writer. The new men come 
from other business connections in most 
cases. Mr. Jacoby believes the best ma- 
terial is that in executive ranks of other 
branches of business and he has drawa 
heavily on such men in building his 
agency. In all cases, he assures himself 
that the new man is financial ballasted 
for the agency does not operate on a 
drawing account basis. If the new man 
has not personal funds to tide over a 
six months’ period of development, a 
personal loan from his own sources 
must be made to assure the same end. 
In this way the man is free from finan- 
cial worry, which is one of the worst 
foes of the beginning agent. 


Travelers Bill Signed 


Governor Trumbull of Connecticut 
has signed the bill which amends the 
charter of the Travelers to provide for 
authorized capital of $50,000,000, The 
company’s present capital is $17,500,- 
000. Its par value will be reduced from 
$100 to $10. 
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MOST OF FRATERNALS 


STICK TO LODGE PLAN 


A. I. U. Action Not Taken as In. 


dication of General Tendency 
Toward Change 


TREND TO RESERVE BASIS 


Assessment Life Associations Find Thx 
Form Impractical—Shift to Old- 
Line Organization 





The decision of the American Insur. 
ance Union, Columbus, O., fraternal 
owner of the great skyscraper there, ; 
go on a capital stock and legal resery 
basis, as well as other similar moves j 
assessment and fraternal circles, 
not be taken as an indication that th 
general tendency among the fraternal 
is away from the regular fraternal sys 
tem. As a matter of fact with mos 
fraternals the movement is in the othe 
direction. Fraternal leaders feel th 
is a distinct place for their system whic 
can not be filled by commercializing 
their organizations, although manage 
of several of the large fraternals hay 
taken the opposite view. 

With a number breaking away fron 
the fraternal system the remainder art 
sticking all the closer to the true frater 
nal plan and are emphasizing the lodgy 
idea, the social and fraternal features 
the care of the sick among the member 
ship and the establishment of sani 
and health centers. 


should 


However, the tendency is decided 
away from the assessment to the 
serve, fixed premium basis, ae nearl} 


all the fraternals have plans well unde 
way to transfer the old members tot 
full reserve basis and to write in t 
future only full reserve insurance. 


Watch A. L. U. Building Investment 


The American Insurance Union 
been under observation for some tm 
as to the effect which its possibly t 
heavy investment in the beautiful shy 
piercing home office structure, which! 
the landmark of Columbus, will ha 
on its future. Some say the order 
come out all right, while others pred 
dire results. It seems to be a case‘ 
nip and tuck. If the order can rea 
capitalize for $1,000,000 capita! and 
$1,000,000 surplus, that will give it © 
required financial backing and secur 
to enable it to carry its building pro 


through. It is supposed to have a (0 
tract with the adjoining Deshler 5 
for 600 rooms at $1 a day each wi 
will insure it an interest return ( 
considerable portion of its inde)tednt 
for the building in the equity of ¥ 


most of its assets are investe: 


Consolidation Idea Dropped 





On $5,500,000 of assets $4,574,000! 
invested in “real estate.” Banking 9 
terests are now said to be virtually’ 
control of the A. I. U. and no oe 


the new financing is designed 
through the building project to co 
tion. It is said that the building 
nearly all rented and should retu 
net interest rate of 4 percent. At4 
rate it has been a pretty tight sq 
for the A. I. U. and it is not 
out of the woods. At one t 
thought it would consolidat 
Brotherhood of American 
Des Moines, but this has 
fallen through. The Yeomen is ab 
the same size as the A. I. U.. each 
ing about $165,000,000 in force. 
The Woodmen of the 
Omaha another order w’! 
the trend with the fraterna's 
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iS tiew Foul Read 
PLAK Out Forty Years in 
Life Insurance Field 


1929 


| as In. Edgar C. Fowler, Chicago general 
lency ge f the New England Mutual Life, 
rounded out 40 years of life insurance 

ence April 8. Next Tuesday he 

give an anniversary dinner at the 


League Club in Chicago in honor 


occasion. Next Tuesday happens 


BASIS 





his birthday anniversary. Good 

ssers put him down at about 56 years 

ag That would mean that he en- 

ind Tha the life insurance field when he 

Old- is 16 years of age. Mr. Fowler will 

ve at the dinner two or three home 

veople, some out-of-town general 

Z of the New England Mutual, 

f his personal friends and the 

in u ers of his agency and their ladies. 

fraterna Built Up Fine Agency 

there, t Mr. Fowler has built up a splendid 

iL reservelihac Chicago, producing a con- 

moves ngetvative amount of business. He has 

od ver been a plunger. He has never 

a erie: forced draft methods. Mr. Fowler 
that the 
fraternal 
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ite in ty 
ance. 
potent EDGAR C. FOWLER 
nion 
some UWERtarted as an office boy in the head office 
ssibly t the Hartford Life. His father was 
atiful sky oe merchant and failed in business, 
which that young Fowler was forced to get 
will ha and work his own way. After he 
order Wiad gotten pretty well grounded in the 
ars pred ¢ office, he decided to try his hand 
a case Gt soliciting. He convinced the super- 
can rea endent of agents that he was capable 
tal an arrving a rate book and hence he 
yive it nade an agent at Jamestown, N. Y. 
on spit Gets a General Agency 
ave a COM He worked hard at Jamestown, was 
shler hove to duce business and made many 
hw end He attracted the Connecticut 
tral Life and was appointed its gen- 
debte age at Bridgeport, Conn. Then 
i Was transferred two years later to 
falo, N. Y¥., as its general agent. 
pped ’ Was in 1903 when Mr. Fowler was 
; turning 30 vears. Mr. Fowler made 
t 374,00 nt Buffalo. He attracted atten- 
<. t teld supervisors of other com- 
ve State Mutual Life had its 
» coe ” this Buffalo man. The home 
to caf ®t telt that its production depart- 
“on ty slipping. Hence Mr. Fowler 


d to go to Worcester in 1908 
take charge of the agency depart- 
t ring the year preceding it had 
ght squ Mtten less than $10,000,000 of new 

‘tess. He increased production 40 
ie it § ‘nt the first year. 





Located in Chicage 


ned at the head of its agency 
ment for eight years and then he 
to get back to the general 
ness where he had made a 
which he liked. An oppor- 
ed in 1916 when the New 
Mutual Life offered him the 
ney at Chicago, over which 











sO many years. 


same ideals in life insurance that he 
has. In fact, Mr. Fowler and _ his 
agents reflect the spirit of the New 
Ikngland Mutual. He has taken an 


active part in the Chicago Life Under- 
writers Association and was elected its 
president the year after he became a 
general agent in Chicago. He has been 
a factor in the managers’ association 
and served as its chairman. He has stood 


for the very best in the business, has 
lived up to ethical standards himself 
and has done much in his own agency 


and in the city to elevate life insurance 
salesmanship. 


CALVIN COOLIDGE MADE 
NEW YORK LIFE DIRECTOR 


NEW YORK, April 11.—Calvin 
Coolidge, ex-President of the United 
States is to become a member of the 


board of directors of the New York 
Life, nomination having been tendered 
him and accepted. He will succeed the 
late Myron T. Herrick, ambassador to 
France, whose 


death created this va- 
cancy. The nomination will be con- 
firmed at the May meeting of the 
board. This brings two political lead- 


ers into the life insurance business, the 
Metropolitan Life adding ex-Governor 
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) ; He has gathered around | Alfred E. Smith of New York to its 
him a fine lot of men who have the 


board at the March meeting. 

Mr. Coolidge has accepted the nomi- 
nation with the following letter to 
President Darwin P. Kingsley of the 


New York Life, a striking: eulogy of 
life insurance: “Believing that life in- 
surance is the most effective instru- 


mentality for the promotion of indus- 
try, saving and character ever devised, 
that a well managed mutual company is 
a cooperative society for the advance- 
ment of the public welfare and that as 
one of the leaders in this national eco- 
nomic movement the New York Life 
Insurance Company may justly be 
called a public service institution, I ac- 
cept the nomination you have tendered 
me to become a member of the board 
directors of your company, and if 
elected I shall be glad to participate in 
its administration.” 


ot 


HAS COURSE OF EDUCATION 


Bankers National Life of Kansas City 
Will Provide Systematic Training 
for Agents 


The Bankers National Life of 


Kansas 


City has put on a correspondence cours¢ 
through its educational department. Th 
company now has established an edu 


/ 
cational department which will assist 
the feld men in production work. One 


of the first things it did was to get up 
a thorough correspondence course. Wil- 
liam McCallum, vice-president and 
superintendent of agents, will have 
supervision over this new department 
The educational department has a 
rather formidable list of committees 
which indicate that it will furnish an 
all-round service. For instance, its com- 
mittees consist of executive, actuarial, ac- 
counting, advertising, field problems, 
vestments, 
promotion, 
exXaminations 
Examination will 
as completed the 
$10 will 
the 
"5.000 oft 


conservation, legal, sales and 
medical and policy § an 


be given when o1 


| course \ charge 
that will remiuitte 
has paid l 
nsurance 


be made Lye 


whet for not less 


thar 
than > 


Home Office Staff Instructed 


The Fidelity Mutual Life assembles 
all its office clerical force every 
Tuesday morning in its auditorium fot 
instruction on some phase of life com 


" 
nome 


pany management. A speaker from a 
department tells something about its 
functions and then illustrates its rela 


tionships with other departments. In 
this way the force informed the 
work of the office as a whole. 


1s on 





























Cleveland had presided for 





When it comes to life insurance, about the only 
objection older men ever have is that they didn’t buy 
more of it when they were 
lessly one of the reasons why so many fathers are 
anxious to help their sons and daughters in getting 
an early start and welcome the suggestion of insur- 


issued by Mutual 


“Sonny” can 


dad's.” 
surance Feature, 


of the “premium 


specify 


S 

Endowments (20 Pay. End. 10, 15 & 20 “ont. Payment 25 and 30 10 and 15 Cont. Pay. Ord. Life 
at ages 16, 17, at ages 85, 70, Year End. at Year Payment End. at Ages End. at 
18, 19, 20 & 21 65, 60, SS, & 50 Endowments Age 50 Endowments End. at Age 85 70, 65, 60 & SS Age 85 
AGE 0 AGE® (| AGE °® AGE 5 AGE 5 AGE 5 AGE 1 AGE 15 

The above chart shows all policies issued below age 15. The I. 

| oe | . < a ee . . Ron 
“f minimum age limit is shown directly below the policies named. f° 


MUTUAL TRUST | 


LIFE INSURANCE COMPANY 


77 West Washington St. 


ance on their children’s lives. 


The latter statement is particularly true 
when an agent is in a position to offer the 


kind of policies for children that are being 
pany at the present time (See chart below) 
now 


In addition, there is the Payor In- 


of premiums (up to age 21) in the event of 
the death or total and permanent disability 


calling for full death benefits at age 10 now 


full coverage at 


CHICAGO, ILLINOIS 


voung. That is doubt 


Trust Life Insurance Com- 


get a policy “‘ust like 


guaranteeing the payment | 


payor.” Policies formerly 


age J. 
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The “Left-behinds” 





time 
business man, happily 


SHORT ago a 
married and the father of 
two children, showed signs of 
failing health. A searching 
examination revealed tuber- 
culosis. He was ordered to 
give up his business immedi- 
ately and go to a sanatorium 
for proper treatment and 
care. 

An uncle of the young man 
was greatly shocked when he 
heard the report. He asked 
for the evidence. They 
handed him x-ray photo- 
graphs which showed that 
his nephew’s lungs were seri- 


ously affected. The uncle 
asked permission to show the 
photographs to his own 
doctor. 


When that doctor saw the 
photographs he said, “The 
right thing was done. Your 
nephew will probably get 
well. Now, what have you 
done for the man’s family, 
especially the children? Have 
they been examined? You 
have no time to lose. While 
tuberculosis may not have 
made any serious inroads on 
their health as yet, it is 
hardly conceivable that his 
wife and children are entirely 
free from infection.” 


Every child who at any age 


has had prolonged exposure 
to tuberculosis should have 
an immediate, thorough 
physical examination, espe- 
cially including the tuberculin 
tests and x-ray photographs, 
to determine whether or not 
active or latent disease is 
present. While tuberculosis 
usually attacks the lungs, it 
may attack any part of the 
body — eyes, ears, nose, 
throat, glands, joints, bones 
or vital organs. 


It is now believed that many 
cases of tuberculosis in adults 
are the direct result of infec- 
tion in childhood. The germs 
may have been taken into the 
body when the person was 


very young and have re- 
mained dormant for many 
years. 


Boys and girls apparently 
healthy, may have latent tu- 
berculosis, without a sign of 
infection—no cough, no loss 
of weight, good color. But 
years later, when some extra 
strain is put upon the body, 
the symptoms appear — loss 
of weight, persistent cough, 
“indigestion” and fatigue. 
When every child is prop- 
erly fortified against the rav- 
ages of tuberculosis, the final 
victory over this deadly 
enemy will be in sight. 





Fd 


This year there will be a great forward step in the battle 


hes 


losis. Efforts 


t tuber 





will be made to protect “the others”—the family and friends of the stricken person— 
even before the signs of tuberculosis show themselves, but while the disease may be 


latent. 


Organizations for the prevention of tuberculosis—national, state and local—will —_ 


people of the infection which may follow living in the same 
has i Their action-inspiring 
covery,” will be displayed on billboards, car cards an 


one who tuberculosis. 





io, “Early pg itome - A re- 
id banners al! over the country. 


By checking tuberculosis in its earliest meee before the germs have had time to 


dest 


bone or tissue, tens of thousands of lives can be saved. 


Send for the Metro- 


roy 
politan’s booklet, 4 N U 9—“Tubercvlosis.” It will be mailed free on request. 


\ 


f 





METROPOLITAN LIFE INSURANCE COMPANY 
NEW YORK 


Biggest in the World, Move: Assets, More Policyholders, More Insurance in force, 


lore new Insurance each year 
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GEORGE MILLER IS MARRIED 
George Miller, insurance editor of the 
New York “Evening Post”, is absent 
from the insurance district this week, 
having taken this occasion to be mar- 

ried. 

* * x 
CELEBRATES BIG 


Members of the William J. Dunsmore 
agency of the Equitable Life of New 
York in downtown New York had an 
agency dinner and theatre party last 
week, to celebrate the close of the first 
quarter, the record quarter of the 
agency. It paid for $3,040,466 in the 
first three months of this year, com- 
pared with $2,455,015 in the same pe- 
riod of last year. In addition to the 
agency celebration, there was a beef- 
steak party and theatre party for the 
winners in the individual contests be- 
tween members of the agency living in 
different parts of the city or suburbs. 


QUARTER 





AS SEEN FROM NEW YORK 


By C. C. NASH, JR. 
(Nash ef the Netieoe))———————————"—,_ 





The New Jersey team won and they 
were guests of the others. 
xk * * 

SETS RECORD IN NEW YORK 

Last month was a record March fx 
the New York agencies of the Equitab) 
Life of New York, coming within $175, 
000 of the record month of all times, 
W. G. Fitting, superintendent of agen. 
cies in the New York department, state 
that, including annuities, a new peak 
was established last month. Ther 
were 12 agencies which passed the $1; 
000,000 mark in March. Prosser & 
Homans paid for $1,700,000, bringing 
its quarterly total to $4,000,000. I. A 
Lewis paid for $1,300,000. The 1 
leaders, all paying for over $1,000,000, 
were: . Ford, Prosser & Homans, 
J. J. Wilson, I. A. Lewis, Ben Davis, 
James Rubens, J. T. Haviland, H. § 


Gierhart, A. Hollander, S. Brandwein 
William J. Dunsmore and Samu 
Karsch. 











KANSAS GROUP ORGANIZES 
COSMOPOLITAN OF TEXAS 





The Kansas men who organized the 
Cosmopolitan Life of Topeka have prac- 
tically completed the organization of the 
Cosmoplitan Life of Texas with head- 
quarters at Fort Worth. The new com- 
pany is expected to be writing business 
within the next sixty days. NV. 
Logan, general agent for the Cosmopol- 
itan of Kansas, will be the general agent 
for the Cosmopolitan of Texas. With 
Ralph O’Neill of Topeka, general at- 
torney for the Texas company, Mr. 
Logan as been in Texas a good deal 
completing the organization of the new 
corporation and getting it ready to be- 
gin writing business in that state. Clyde 
Miller, head of the Preferred Risk Fire, 
the Cosmopolitan of Kansas and other 
insurance interests, has helped in the 
organization of the new company. 

The Cosmopolitan of Texas is organ- 
ized on a_ stock-with-policy basis, the 
same as the company in Kansas and the 
business will be handled in the same 
way. Practically the same group of 
Kansas men participated in the origani- 
zation of the Texas company, with some 
additional Texas friends. 


Central Adds to Staff 


Clyde W. James, formerly of the 
actuarial and policy loan departments of 
the Lincoln National Life, has been ap- 
pointed chief underwriter and assistant 
to Mr. Johnson, actuary, of the Central 
Life of Illinois. Mr. James is a grad- 
uate of the actuarial college of the Uni- 
versity of Iowa, and was also at one 
time connected with the actuarial de- 
partment of the Missouri State Life. 

E. S. Mills of Chicago has been 
appointed assistant medical director of 
the company. Dr. Mills is a graduate 
of Rush Medical College and prior to 
his. entering college he was connected 
with Vice-President Alfred MacArthur 


for a number of years in his general 


agency. 


Good Again Consulting Actuary 


Alexander C. Good, who was a con- 
sulting actuary for many years in St. 
Louis, and later with the Sentinel Life 
of Kansas City, has returned to the con- 
sulting field and opened offices at 404 
R. A. Long building, Kansas City. 

He entered the life insurance busi- 
ness with the Missouri State Life, after 
which he was in the office of Julian C. 
Harvey, consulting actuary of St. Louis, 
and later actuary of the Missouri insur- 
ance department. After leaving the Mis- 
souri department he was with the Great 
Southern Life, Houston, Tex., going 
from there to St. Louis to open offices 
as a consulting actuary. 

He is a fellow of the American Insti- 
tute of Actuaries and an associate of 
the Actuarial Society of America. 





PRUDENTIAL’S MORTGAGE 
“LOANS TOTAL $45,992.50 





The real estate mortgage loans mat 
by the Prudential the first three months 
of 1929 totalled $45,982,500. Of this 
$36,373,692 was on property to be us” 
for residential purposes. Loans on farms 
were $4,079,518; on city properties other 
than dwellings and apartments, $5,530; 
290. 

While the loans on residential prop- 
erties of 1929 were approximately the 
same as those made during a similz 
period in 1928, loans on city building 
other than those used for housing de 
creased more than $7,000,000. 

Farm loans showed an increase o 
about $1,460,000. 


Assessments Set Aside 


City assessments against moneys ani 
credits of the Central Life of Des 
Moines, involving some $2,339,710, have 
been set aside in a decision just handei 
down there by Judge Shankland. His ru 
ing affects the status of all mutual ir 
surance companies in Iowa so far a 
local taxation is concerned. 

The court found that the moneys ant 
credits assessed, consisting largely © 
surplus and dividends, came within th 
statutory exemptions in Iowa and at 
therefore not subject to local taxation 

“The Central Life has no capita 
stock,” he stated. “There are no stock: 
holders, the policyholders being the onl 
beneficiaries. It would therefore appe# 
that the surplus and dividends are n0 
taxable because such funds belong © 
the individual members of the mutua 
company and are by law exempt from 


| taxation.” 


Equitable Life Mortgage Loans 


The Arst three months of 1929 t& 
Equitable Life of New York made mort 
gage loans amounting to $23,767, 
Loans of $16,947,000 were made on 3 
237 properties in various cities throug! 
out the country. Eighteen of the 
loans were on business properties 3% 
the balance on dwellings and apa 
ments. 


Visits Research Bureau Members 


H. L. Walker, head of the service “ 
partment of the Life Insurance ie 
Research Bureau, is on an extended! 
during which he will consult with! 
reau members in Chicago, Winnift 
St. Paul, Minneapolis, Madison, + 
Moines and Little Rock. His trip ® 
part of the bureau’s plan for bringit 
about a closer contact with its m= 
bers. A special attempt is being mat 
in 1929 to increase the number of V8" 
to each member company so that ™ 
services of the bureau may Ddeco™ 
more individualized. 
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NEW YORK LIFE FIGURES 
ON DOUBLE INDEMNITY 


MANY CLAIMS BEING PAID 


This Feature of Insurance Has Proved 
of Great Benefit Owing to Many 
Accidents 


The New York Life reports that it 
settled 61 claims for double indemnity 
in one month, amounting to $135,058. 
The National Safety Council statistics 
show that since 1921 accidental deaths 
have increased 27 percent. The acci- 
dental death rate per 100,000 population 
during that time was increased 14 per- 
cent. A number of states have reported 
figures showing that last year motor 
vehicle fatalities increased 5 percent over 
the year before. It is estimated that 27,- 
0 deaths were caused by automobiles 
in the United States last year. 


Comment by New York Life 


In commenting on this situation, the 
New York Life says: 

“Here is the significance of these fig- 
ures. Accidental deaths are usually sud- 
den deaths. In these days families buy 
almost everything houses down to 
yacuum cleaners on the installment plan. 
The ability to meet the mortgaged 
future, as a result, depends on the con- 
tinuance of the present income or its 
equivalent. When an accidental death 
strikes the breadwinner down it leaves 
his loved ones dazed with grief—with 
debts and obligations that must be met. 

“Must the mortgage on the home be 
foreclosed? Will vans back up to the 
door to take away the furniture on which 
the remaining installments cannot be 
paid? Must young sons and daughters 
quit school and go to work without 
sufficient education? Such things often 
happen. The remedy depends on the 
thrift and foresight of the family head— 
and the initiative and persistence of the 
life insurance agent in his vicinity. A 
capable agent will make a_ reluctant 
prospect want to protect his dependents 
by appealing to the right emotions.” 


Income Tax Contest 


The Aetna Life has brought up a 
point in a suit in the federal district 
court at Hartford which may force a 
refund of thousands of dollars in in- 
come taxes. The company is suing the 
government for $376,340 paid as income 
taxes in 1923 and 1924. The district 
attorney filed a plea demurring to the 
complaint of the Aetna on the ground 
that the suit is without authority in 
law, inasmuch as the company through 
its officials and the Treasury depart- 
ment signed an agreement concerning 
the basis of tax assessments for those 
years, 

After taxes had been paid during the 
two years, the United States Supreme 
Court handed down a decision in the 
National Life case in which it inter- 
preted the tax laws as exempting from 
mcome tax the income from tax exempt 
securities. On the basis of this deci- 
sion the Aetna claims that the taxes it 
Paid during 1923 and 1924 should not 
have been paid to the amount that they 
Were. It contends that the agreement 
It entered into with the Treasury de- 
fartment is superseded by the United 
States Supreme Court decision. The 
government in its contention declares 
at when an agreement has been made 
etween a taxpayer and the Treasury 
department it provides that no suit may 
¢ subsequently brought to recover taxes 
Paid under such an agreement unless it 
tan be shown that fraud or misrepre- 
‘entation was made by either party to 
secure the other’s assent. 


C. A. Woodruff Retires 


fae hatles A. Woodruff, general agent 
t the Mutual Benefit in Trenton, N. 
“» lor 13 years, has retired from active 


Ww ° 
ork. Bertrand Gulick has been named 
1S Successor. 





UNDERWRITER TELLS HOW COMPANY 
OPTIONS CAN BE USED TO ADVANTAGE 








V. BAYLEY, JR., of the North- 

A western Mutual Life at San Fran- 

* cisco, reviewing “The Adminis- 

tration of Life Insurance Proceeds by 

Life Insurance Companies,” stresses the 

growth of company options and the ad- 
vantages of such settlements. 

“As to the breadth and scope of policy 
settlements,” he said, “let us emphasize 
the fact that we may provide for any 
contingency, the possibility of which can 
be foreseen, which can be defined read- 
ily, and determined at the time of oc- 
currence. Then, in order to make the 
settlement more flexible, we may grant 
to the beneficiary the right to withdraw 
some portion of the principal at will, 
but not more than a stated amount in 
any one year. For example, we may use 
an interest income option payable 
monthly, or quarterly, with the privilege 
of withdrawal of any sum of the prin- 
cipal up to $200 at any time, but not 
more than $400 in any one year. If our 
prospect or client raises the question of 
wanting to cover emergencies we should 
do as a trust officer would do, and sug- 
gest an extra $5,000 or $10,000 insur- 
ance for these small emergency with- 
drawals, 


May Change Settlement 


“In preparing endorsements I always 
write to the home office and state clearly 
what is wanted, and ask them to prepare 
the endorsement, and often they offer 
advice out of their experience covering 
some additional point. The following 
principles are kept in mind—the rights 
and interest of every beneficiary, and 
contingent beneficiary must be defined, 
of course. 1. The interest of a bene- 
ficiary terminates at her death. 2, It 
may also be terminated at a fixed date, 
or (3) at a fixed age. 

“The mode of settlement with a bene- 
ficiary may be changed from interest in- 
come to some other mode upon presen- 
tation of an affidavit or certificate ac- 
ceptable to the company in verification 
of a fact or situation. 

“So, we may provide interest income 
to a daughter until; say, age 45, with 
the privilege then of her changing to 
the option which pays principal as well 
as interest during her own lifetime—and 
if she has no children or dependents 
when she arrives at 45, she is free to 
increase her income, thereafter. Like- 
wise, we may provide interest income 
to a child, payable to his mother as trus- 
tee, until he presents a certificate of 
registration in a college, when we change 
to the option paying to him directly his 
principal and interest over a four year 
neriod. 

Small Policies Helpful 


“In case this fund is written as one 
policy, if he leaves college we have no 
way to discontinue these payments, but 
if it is written in four small ‘policies and 


designated for succeeding college years, 
or in eight small policies and designated 
for succeeding half. years, and each con- 
ditioned upon a new certificate of regis- 
tration, it will be necessary for the boy 
to remain in college to continue to draw 
the principal and interest. If he fails 
to produce such certificates by a certain 
age or date, the money may be paid to 
him or to another beneficiary in some 
specified manner. Let me remark that 
this method of breaking up a policy into 
smaller ones is a very convenient device 
in arranging option payments. 

“This case is sometimes handled by 
continuing payments during college years 
to another person, mother or aunt, as 
trustee for this minor beneficiary, so 
that payments to him can be withheld 
by the trustee. The use of such a trus- 
tee instead of a guardian saves certain 
expenses, and is just as safe. 

“Probably the most useful single set- 
tlement we have is the following—and 
it can be placed on almost every policy 
not otherwise disposed of: interest in- 
come option, payable monthly, with the 
privilege on the part of the beneficiary 
of commutation or withdrawal at any 
time. The result is this—interest income 
begins to count from the day of death, 
and if the beneficiary is slow in filing a 
claim, we can point out that if she will 
allow the settlement of full proceeds to 
wait until the end of 30 days from death, 
she will receive one month’s interest on 
the whole fund, in addition to the face 
value. Actually, we find a disposition on 
the part of the beneficiary to allow the 
principal to remain longer than 30 days, 
and the more she studies investments the 
better she likes us. 


Result of Careful Thought 


“The more we use our optional set- 
tlements in our policies, the more we 
realize the amount of thought and thor- 
ough care that these matters have re- 
ceived in the departments of the com- 
pany, and the more we come to 
appreciate the rich experience of some 
of the officers who have labored in the 
same department, some of them, for 
many years. Theirs is a very practical 
service as well as a legal one, and in 
view of their observations, it is small 
wonder that they cannot understand our 
negligence of our options in overlooking 
our opportunities to offer helpful advice. 

“In writing life insurance, there is no 
way to ‘follow through’ with the specific 
reasons that we present for insurance 
protection, but to tell the story of the 
privileges under the options and execute 
them if possible. There is nothing in 
our policies so satisfying to our pros- 
pects and clients as the actual service 
under the settlements. Any agent who 
is not telling this story with experiences 
and cases out of real life is missing his 
greatest opportunity to be interesting 
and to close his cases—but that is a dif- 





ference tale again.” 








Son Sponsored Father Month 


Frank X. Jones, second vice-presi- 
dent of the American National of St. 
Louis, succeeded in putting over a very 
successful campaign in March in honor 
of his father, James C. Jones, first vice- 
eresident. Mr. Jones handled the en- 
tire campaign, as President Halland was 
in Texas during most of the month. 
The agencies all responded to Mr. Jones’ 
call for business, which resulted in 
making March the second largest month 
the company has ever had. The largest 
volume of business came from the Kan- 
sas-Missouri agency, under the super- 
vision of Charles Sharrick and H. O. 
Gaul, who succeeded in writing over 
$200,000. The Texas agency was sec- 
ond with $150,000. Iowa and Oklahoma 
showed a nice increase, as well as 
Arkansas. C. C. Smith of Arkansas 





had a personal production of $71,000 for 
the month. p 

May will be designated as “Presi- 
dent’s Month” in honor of President O. 
L. Holland. The company is looking 
forward to writing not less than $1,000,- 
000 during this campaign. 


Abraham Lincoln Convention 


The Abraham Lincoln Life of Spring- 
field, Ill, will hold its Rail Splitters 
Club convention in its home office city, 
Aug. 29-31. Agents of the company 
are now engaged in a “loyalty cam- 
paign” for Vice-President F. M. Feffer, 
who is now in California, the goal being 
$1,000,000 in life insurance and 2,000 
accident and health applications by May 
1. The first ten days of the campaign 





brought in $250,000 in life applicatioris 
and 537 accident and health “apps.” 


MAKE SEVERAL CHANGES 
IN NEW YORK GROUP LAW 


BILL NOW BEFORE GOVERNOR 


Extends Policy Privileges to Several 
Classes of Employes Formerly 
Barred 


NEW YORK, April 11.—Several im- 
portant amendments to the New York 
laws governing the underwriting of 
group life insurance were effected at 
the session of the legislature which just 
closed, this measure now being before 
the governor for his signature. The 
changes and their significance are re- 
viewed by Superintendent Conway of 
the New York department in the fol- 
lowing letter: 

“Superintendent Conway announces 
that he is pleased with the passage of 
the bill amending section 101-a and re- 
lated sections of the New York insur- 
ance law, which bill has now gone to 
Governor Roosevelt for approval. The 
original bill, as drafted by the insur- 
ance department, provided for the ex- 
tension of the definition of group life 
insurance to cover: Employes of sub- 
sidiary or affiliated corporations; mem- 
bers of labor unions who are not ac- 
tively engaged in their occupations; and 
borrowers from financial institutions 
and certain other classes of debtors 
(the indebtedness to be cancelled in 
case of death). 


Revisions Were Needed 

“The bill was later amended in the 
legislature so as to extend the defini- 
tion of group life insurance to cover 
associations of World War veterans. 
It was also amended later so as to per- 
mit a parent or guardian of a school 
student or the head of a school to take 
out sickness and accident insurance cov- 
ering the students. 

“Under modern industrial conditions 
a great many corporations and other 
employers who control subsidiary or 
affiliated corporations desire to cover 
all employes under group life contracts. 
The extension of the definition of group 
life insurance to cover the employes of 
subsidiary or affiliated corporations, 
firms or individuals, controlled by a 
common employer through stock own- 
ership, contract or otherwise, appears 
to be a logical extension of the original 
intent and purpose of the group life in- 
surance law. 


Labor Unions Helped 


“There is a demand on the part of 
labor unions to furnish some form of 
life insurance protection to their mem- 
bers who are not actively engaged in 
their occupations, as well as to their 
active members. The amendments pro- 
vide for coverage on inactive members 
with certain safeguards. A new stand- 
ard provision for such group contracts 
is designed to advise prospective groups 
which include inactive members of la- 
bor unions regarding the probability of 
increases in the premium rate. This 
should avoid all possibility of any mis- 
understanding on the part of the in- 
sured groups. 

“There is an economic need for in- 
surance protection providing for the can- 
cellation of indebtedness in the case of 
deaths of borrowers from financial in- 
stitutions and in case of deaths of pur- 
chasers of securities, merchandise, or 
other property from a vendor. The 
amendment drafted by the insurance de- 
partment provides for the extension of 
group life coverage in the case of such 
groups. Certain safeguards have peen 
incorporated in the law for the pur- 
pose of avoiding adverse underwriting 
results. 


Scope of Law Extended 


“Superintendent Conway is of the 
opinion that the amendments to the law 
extending the definition of group life 
insurance to cover certain additional 
groups include all cases where an eco- 
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Nylic Public Service 


& 


Life Insurance is “public service.” 


It helps individuals to save and insures 


their life values against loss by death or by 
total and permanent disability. 


In order to earn interest on the policy- 


holders’ savings, it loans money to home- 
owners, to railroads, to owners of city 
buildings, to public utility companies, to 
the United States government, and to 
states, counties and municipalities. 


Probably no other institution serves our 


people singly and collectively, both as 
private individuals and as citizens, in so 


many vital ways. 


A company’s usefulness to the community 


is, therefore, largely measured by the num- 
ber of people protected, the amount of in- 
surance in force and the amount of its 


invested assets. 


As of January 1, 1929, the New York 
Life had about 2 Million policy- 
holders Insured for over 
63, Billions. 


Its Assets amounted to over 


11% Billion Dollars 


NEW YORK LIFE INSURANCE COMPANY 


New Home Office Build- 
ing on the site of the 
famous old Madison 
Square Garden 


51 MADISON AVENUE, MADISON SQUARE 


NEW YORK, N, Y. 
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nomic need for such coverage has been 
demonstrated. His recommendations 
for the amendments resulted from a 
careful survey of the field. Changing 
conditions in business and industry may 
result in developing economic needs for 
group coverage in additional cases.” 


KROGER CHIEF GIVES VIEWS 





Head of Big Grocery Chain Talks on 
Selling Problems to Cincinnati 
Men 





At the April meeting of the Cincinnati 
Life Underwriter’s Association W. H. 
Albers, president of the Kroger Gro- 
cery & Baking Company, was the prin- 
ciple speaker, taking for his subject 
“My Impressions of the Life Insurance 
Agent.” “If I were a life underwriter,” 
said Mr. Albers, “the first thing I 
would do would be to sell my company 
the idea of advertising the facts of life 
insurance. I believe that if this were 
done 90 percent of life insurance would 
be sold this way and the remaining 
10 percent would be gotten by digging.” 
He compared the business, as regards 
advertising, with the chain stores eight 
or ten years ago, citing an example of 
a trip he made some years ago to Chi- 
cago to speak to a group of retail mer- 
chants, producers and manufacturers of 
that city, at which he was surprised to 
find that so few of them knew much 
about the chain stores, although there 
was a lot of talk and much being writ- 
ten about them. He then pointed out 
that if these men knew so little about 
an industry so closely allied to their 
own, they surely would not know much 
about life insurance. “Thd business 
man,” he said, “is constantly looking 
for ways and means to better his busi- 
ness. He finds these, usually, through 
advertisements. Many times I have 
heard the question asked, and asked it 
myself, Why have I not heard of that 
before?’ ” 


Meet Requirements of Buyer 


Another recommendation which he 
made to life underwriters was that they 
sell their proposition to each individ- 
ual, based on his specific needs, both 
personal and business, citing cases in 
which he had been called on the tele- 
phone for an appointment, “just to see 
if you don’t want some more life insur- 
ance.’ ‘This is an age of specializa- 
tion; do not sell to the masses, but try 
to meet the personal requirements of 
the buyer. There is too much gener- 
ality in selling life insurance; do not 
waste the prospects time on these gen- 
eralities.” 

Mr.. Albers then spoke on the stand- 
ard of inen in the life insurance field, 
saying he thought that one of the great- 
est mistakes was to allow men to enter 
the business who were unfit for that 
work. “It is just as great a mistake 
for a company to put on a poorly quali- 
fied man, and it hurts the business just 
as much, as it does for a clerk who 
has saved two or three hundred dol- 
lars to go out and start a grocery busi- 
ness, without the practical experience 
which would help him.” 

It was announced at the meeting that 
of the 32 divisions into which the three 
states of Michigan, Indiana, and Ohio 
have been divided by the National As- 
sociation of Life Underwriters, Cin- 
cinnati heads the list with membership 
claims, having added 60 new members 
the past 10 months. 


Mutual Benefit Agents Meet 


Southesn general agents of the Mu- 
tual Benefit are gathering this week at 
Asheville, N. C., for a regional confer- 
ence with home office officials, the 
meeting opening Thursday and continu- 
ing through Friday. Oliver Thurman, 
agency vice-president, Jay Ream, assist- 
ant superintendent of agencies, and 
Alfred Riley, assistant mathematician, 
are present from the home office. 

An intensive educational campaign of 
the entire agency organization of the 
Mutual Benefit is to be made this 
month, probably to be started next 





week. Six members of the home offic 
agency staff will go into the field t 
take separate circuits and in total visi 
all general agencies in the country 
spending a day in each. The work 
particularly in connection with the pres. 
entation of the new disability pen icy, 
though it will be general educatio 
work as well. 


Has Three $3,000,000 Months 
John A. Stevenson, home office 
ager of the Penn Mutual Life, 
rounded out three $3,000,000 months in 
Philadelphia. In addition he put th 
agency established at 150 Broadway 
New York, by A. E. Patterson on a 
$600,000 basis in March. He spend; 
three days a week in New York in con. 
nection with his agency there. The home 
office agency showed a 45 percent ga 
this year. 


Mutual Trust Life Sets Record 

March was “President’s Month” in 
the Mutual Trust Life in honor of the 
head of the company, Edwin A. Olson, 
It was the biggest month the company 
has ever had. The total business was 
$4,552,667, a gain of 13.4 percent over 
March 1928. The largest previous 
month that the Mutual Trust had was 
October 1928 when its business 
amounted to $4,197,000. 


Read These 
Live Articles 


in the April issue of the 


A&H REVIEW 


“Query Auto Double 
Accident Underwriters discuss ad- 
visability of this common form. 





Indemnity,” 


“Offers Program for Agents,” E. A. 
Johnson, Inter-Ocean Casualty man- 
ager for Illinois, gives plan for im- 
provement. 

“Starvation Period Unnecessary,” C. 
W. Lent of Abraham Lincoln Life 
says accident and health men can 
make money from the start. 
“Standard Provisions Analyzed,” S. 
M. La Mont, third vice-president of 
the Metropolitan Life, gtves an un- 
usually clear explanation. 
“Capitalizing on Flu Claims,” (en- 
eral sales resistance always lowered 
after a bad epidemic. 

Business Builders,” 


“Sidelights on 
men in the 


Interesting bits about 
business. 


“Helpful Hints to the Man in the 


Field,” George Brown presents some 
timely comments. 

“Policy Changes,” Brief CWS 
about changes in policies, riders and 
rates. 

Subscribe to the 
A. & H. REVIEW 

and learn how to serve old 
clients better and secure mew 


customers easier! 























SEND NO MONEY BUT MAIL 
=a on = COUPON TODAY-~~—~ | 

The Accident & Health Review, 

175 W. Jackson Blvd., | 

Chicago, II. 

Send me the A & H Review for one ye a | 

with the April issue and bill me for $2 | 
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‘ States, Mo 1 Missouri State......G. 2 600 - oii Mo, St. . G 171 130 t. 0 
Co it Gen....-. 3 Morris Plan, N. Y.... 7,650 | a a an, Til , 71 000 J poet 
yntir . Bae cceese 4 Nat. Fidel Mo . 5,358 | at afe Daas nes ,35 519, 
( Life, Mo..... Oo 1 99, Natl L. & A......O. 764 | | MINNESOTA New World 1,05 33 7,072,127 
Cont. Life, Mo G 213,000 | ore. Be Ge Bocscsacll 9,432 | > pee == | Nat Guard Q ‘ 97,200 1 999 925 
Equity, Neb. ..cescce p . 386,500 | Nationa! Life, Ill.. 76,499 eee a Nat, Fidel 41 550 a 715,397 
Farn I L., Kan 2,5 4,323,283 National Sav., Kan SOG. SES | AGQME -cccccceseces o 6,370,492 9 Northern St r 1,487,500 7 806,741 
I SO ccccccce $23 "490 9,538,883 | North Amer. Reins.. 3,811,700 10,293,700 | Aetna .... ee 3,406,000 5 | New Eng. Mut eee 2,235,148 22,267,921 


















‘Policiesthat Protect’ ‘Policiesttat Protect’ *‘Policies4%arPrortect 








inancially Sound-Fermanent < 


Eighteen years of un- 
derwriting every form  __ /|/--- ~~ 
ee ee of Life Insurance has 
= . ~ puilt up a sound organ- 
ization, financially per- 
manent, and ever ready 
to help its representa- 
tives with willing and 
wise counsel that all 
may prosper together. 
We invite your query. 
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Assistant 
Houston, 


emphasis was 
and practical canvasses with 
were given, 


out 


ceed their quotas 


over Quota. 


ment of Mr. 


Superintendent 
Texas, 


ent of Agents, and Mr. Ted M. Simmons, 
of Agents, in 
on February 26th and 
27th, with thirty-eight in attendance. 


The lectures covered all phases of Life, 


Accident and Health Insurance. 
placed upon salesmanship 
illustrations 


Special 


Everyone was very enthusiastic over the 


are being held 
Pan-American territory during 
are just another step forward in the Com- 
pany’s service to its representatives. 


**‘When My Ship Comes In’’ Contest 


School and we feel sure that the benefit 
derived will result in 
from those in attendance. 
meetings which 


increased business 
These sectional 


through- 
1929 


The ‘“‘When My Ship Comes In” Contest 


The Contest is to 


ferent “Ship.” January was 
Ship”, February ‘Friend 
March “Sportsman Ship”, 





We are pleased to 


Ship”, 
and so on. 
Each Agent has been alloted a quota for 
the year. 
Prizes are to be awarded to all 
complete the twelve round trips—and also 
Prizes will be awarded to those who ex- 
in proportion to the 
percentage of increase of paid for business 
This will enable all who are 
late starting to participate in the Prizes. 


staged by Miss B. B. Macfarlane, Super- 
visor for the State of Louisiana is proving 
very interesting. 
continue through 
1929 and each month represents a dif- 


‘Workman 
and 


who 





the 
R. T. Cawthon as oe 
THIS IS A MINIATURE COPY OF THE REGULAR PAN-AMERICAN REVIEW. 


‘The Pan-American on the Air’’ 


The first three monthly broadcasts by 
WwwL 


the Pan-American Life over Station 
Orleans— 


—Loyola of the South, New 
have been very well received and favor- 
able reports have come in from our friends 
in Louisiana, Mississippi, Alabama, Geor- 
gia, Illinois, Missouri, Virginia, Kentucky, 


Indiana, 


Michigan, Ohio, Pennsylvania, 


New York, New Jersey, Texas, Nebraska, 


and Montana. 


The first program consisted of a talk 


by Dr. 
and General 


On the second broadcast, 


E. G. Simmons, 
Manager, 


Vice 


President 


a concert by the 
Pan-American Band, vocal selections and 
an hour of dance music by the Orchestra. 


Mr. 


Corey, Vice President and Superintendent 


of Agents, was the 
short address on Thri 


The 
speech by Mr. 


third program 


consisted 
Ted M. Simmons, 


ee, and gave a 


of a 
Assist- 


ant Superintendent of Agents, and several 
selections rendered by the Pan-American 
Band and the dance Orchestra. 


is scheduled for 
We hope you will 
be able to tune in and will enjoy program. 


Our next 
Thursday, April 18th. 


broadcast 


For the March Campaign, in addition to 


honoring President Ellis, 


going to have a bowling contest. 
ual toy bowling sets have been given each 
member of the agency, as well as allot- 


the Agency is 
Individ- 








Next month we will tell you about an 


exciting event which we can only hint 
about. 


A Father’s Duty to His Children 


In the Classified Advertising Section of 


The Times-Picayune of Sunday, February 
in the Personal Column, appeared the 
following : 


4th, 


WILL someone financially able adopt my 


son, aged 13, and give him the advantages 


that I’m not able to give him? 


7-374, Times-Picayune. 


more thrilling. 


Widow, 


Truth is stranger than fiction, and often 


This notice carries a complete story. Can 


you not imagine that mother—willing to 
part with her little son—in order that he 
may have the opportunity of an education 
and a place in the world of affairs—that 
apparently was not provided by his father. 


We do not know the reason—we can 


think of many possible reasons why this 


ONE GREAT DUTY was not 


performed 


—but the fact remains—the little fellow will 
not have the advantages which he should 
have unless some kind-hearted person is 
willing to take the Daddy’s place at least in 
a financial and guardianship manner. 


over a period of 


The Investment is not large, if scattered 
ears. Our educational 


policy would have fulfilled the mother’s re- 
quest, and permitted this young boy to re- 
main with his mother. 


The Life Association News gives the re- 


sult of the survey made by the Insurance 
Sales Research Bureau of Hartford—as to 


carry on after age 18.—Louisiana “Leader- 


ship.” 


Mr. M. A. Tamara, who up until the last 
month was associated with the New Orleans 
has successfully completed fifty 
weeks in the International Weekly Produc- 
tion Club, sponsored by the Insurance R. 
& R. Service, and has received his Weekly 
Production Club emblem for one year of 
This accomplishment 
speaks louder than anything we can say; 
it speaks volumes. We congratu- 
late Mr. Tamara most sincerely. Mr. Tamara 
has returned to his old home in Colombia, 
where he will now be associated with the 


Agency, 


weekly production. 


in fact, 





Boone Agency. 


Pan-American Service 
Educational Course. 
Sales Planning Department. 
Unexcelled Life Policies. 
Child’s Educational Endowment. 


Combination Life, Accident and Health 


Policy. 


Substandard Insurance for Under-Average 
ives. 


Group Insurance. 


All forms of Accident and Health 
surance. 
We have a few general agency openings 


for men Pan-American 


ideals, 


Vice-President and General Manager 


© measure up to 
For information write to 


E. G. SIMMONS 





New New New New 
Business In Force Business In Force Business In Force Business In Force 
Nat. Life, Ill........ 582,452 6,912,456 | Equitable, Ia. ...... 317,740 1,918,653 | Amer. Nat., Tex...G 233,500 925,500 | Nat. Equity, Ark...1. 307,775 225,702 
Northwestern Mut. .. 13,044,420 145,859,968 | Fidelity Mut. ....... 1,666,564 8,200,761 | Amer. Nat., Tex....I 2,878,129 4,524,580 | Nat. L. & A.......0. 1,125,563 3,124,311 
N. Am. L, & C., Minn. 121,533 906,952 | Globe, Del. .......... 32,500 32,500 8 Nat. L. & A... -T. 4,547,404 7,942,993 
: Amer. Sav., Mo...... 5,000 ,000 N 4 
Northland, Minn. .... 242,750 376,850 | Guardian, N. Y...... 669,603 4,078,104 | Amer. South.. La..O. 2,410,495 7,468,497 | Nat: Life, Til........ . 739,372 5,404,319 
New York, Minn..... 19,752,790 134,629,216 | Home Ben., Va...... 3,097,692 2,093,125 | Amer South. La..G. "138.500 "426,800 oo — — — a4 800 woo 
f c 27,000 jj 355,280 | Home, N. Y......... y y . ° ” . -G. > , Na Be MBRecccces 274, 453.9 
Old Line’ Nebr... S1aeee is | iter Secinews =... iszi23 "29268 | Anchor, Okla. ....... 263,000 292,500 | Nat. Sav., Kan....... 1,538,829 _3,094.331 
Old Line, Wis........ 343,352 1,474,646 | Jefferson Stand. ..... 906,see «9,906,926 | Atiantio, Va. .......- BR oon 198,465 | New York Life....... 8,331,350 65,000,233 
Omaha Life ......... 142,547 1,174,743 | John Hancock Mut... 6,335,590 40,675,176 | Dots UR nes n ass a a oe eeewanane Mut... 00,900 4,774,349 
Prudential ........ O. 22,235,308 100,766,308 | Judea ............04- 35,000 58,000 ~ < 223,12 , Yorthwestern Nat.... 2,932 765,491 
Sc ene a oes pees = 073,000 | Kansas City Life 477.000 1.168.500 Bankers Res., Neb 1,441,732 6,612,693 | Ohio Natl. ........... 100,000 221,500 
Prudential .......-. I. 14,415,236 84,452,376 | Liberty, Ill. ......... 70,000 197,750 | Bank Savings, Kan.. = 572,500 = 1,454,575 | Old Amer., Ark...... 626,600 2,862. 669 
Provident Mut. ...... 2,483,053 23,207,808 | Life Ins. Co., Va..... 2,305,363 3,225,922 me 5 s Assur.... $22,180 571,937 | Old Line, Neb........ 153,500 169,009 
Provident L. & A..... oy + ee Lincoln Natl. ........ 1,413,539 3,564,902 | Central Life, Ia...... 522,248 2,091,985 | Pacific Mut. ........ 1,664,215 13,352,149 
Pent MOE. 6 secccsenee 4,254,417 34,688,954 | Mass. Mut. .......... 4,971,356 82,162,301 | Central — _- . — ptt Pan-American ....... 594,039 3,019,072 
Philadelphia ......+. 761,264 4,421,879 | Mass. Prot. ......... 61,500 178,155 | Columb. Mut., Tenn.. os 032, Penn. Mut. .......... 1,530,532 4,325,315 
Siemde With <..... » 1,782,815 15,045,416 a, @uete Sibe....... 539,596 2,663,937 | Commonwealth, Ky... 114,450 101,950 | Peoples, Ind. ........ 95,500 368,508 
Palladium, Minn 64,700 397,020 | Monarch, Mass. ..... 78,500 143,000 | Conservative, W. Va. 467,457 1,717,448 | Phoenix Mut., Conn 237,772 1,913,905 
eid 7 9 9 Continental, Mo....O. 531,639 1,666,021 | Pilot, N. C.......... 473,800 934,829 
Provident, N. D...... 391,100 1,296,426 | Mut. Benefit ........ 3,134,085 $2,976,010 | Kouaeeesl te. G ea eee + of eee 5.500 34.82 
Pacific Mut. .....++++ 1,171,700 12,872,453 | Mut. Life, N. Y...... 8,446,140 76,638,341 » Mo....G. 74,8 , ac n., Ark. 78, 800 
Pacl odin aaa 2'630.402 “we . 93.701 | Crescent, Ind. ....... 250,380 207,014 | Pioneer Res., Ark.... 1,110,500 1,428,709 
Reserve Loan ....... 172,374 ,630, Natl. L. & A., Tenn 713,478 1,493, e 
Reliance, Pa. ........ 756,134 7,506,100 | Natl. Life, Vt....... 1,247,148 12,069,839 | Dependable, Ark. .... 62,100 51,060 | Progressive, Ark. ... 1,220,500 4,360,500 
i  wesehvaeen 370,652 1,378,052 | Natl. Life, Ill......-.. 53,313 984,158 | Pauitable, N. Y....0. 4,009,352 = 27,690,182 | Provident L. & A.... 53,000 211,509 
Rockford .........++ 345,500 673,482 | N. Eng. Mut., Mass 2,279,193 16,045,165 avenge ag | pongo’ ytd Prudential ........ oO. 980,575 9,827,594 
s “hile each aipa tte 412,989 1,329,381 pie om 6 04,335 cquity, Neb. ........ 211, 2, Prudential ........ G. 678,000 681, 409 
ae peian & cmases )4 tanec Rew: “ese TT aentee | AUD a2.0.ccccsees O. 8,975,244 53,635,297 | Pyramid, Ark. ...... 3.995.930 _8,002'509 
Bum, Can. 0.00000. G. 30,000 260,000 | Northwestern Mut.... 3,845,500 41,117,721 | Aetma .........-.... G. 811,800 1,550,500 | Reins. Life, Ia....... 1,096,820 5,420,529 
Springfield, Ill. ..... 257,634 2,346,939 | Occidental, N. C...... $2,500 426,380 | Farmers & Bankers.. 352,011 1,059,740 | Reliable, Mo. ........ 1,383,543 957,220 
Security Mut., N. ¥Y.. 1,463,57 13,409,780 | Our Home Life, D. C 265,000 501,983 | Farmers Un. Mut., Ia. 14,500 32,500 | Reliance, Pa. ....... 779,263 5,661,790 
State Mut.. Mass..... > 644,325 23,134,319 | Pacific Mut ee 621.490 4,351,193 Federal, Ill. .....-. oO. 137,019 972,802 | Res. Loan ........... 579,025 3,103,337 
Sentinel, Mo. ........ 80,000 88,000 com sep leainingcetente 3 3,006,270 20,469,961 Federal, Ill. .....-++ I. ge 33: 30 Rockford ........++++ 413,988 501,392 
Southland, Tex. ..... 156,149 777,102 | Phila. Life .......... 57,993 623,076 | Fidelity Mut., Pa.... 98,831 3,734,401 | Royal Un., Ia........ 38,500 128,522 
Trav, Equit., Minn. 1,447,000 6,678,081 | Paoente Mut, ........ 752,675 7,129,574 | Globe, Del. ........ oO. 92,500 $0,000 | Security ............. 1,638,227 7,294,091 
Twentieth Cent., Ill. 32,032 29,721 | provident Mut. ...... 2,729,910 26,898,792 | Globe, Nel. .....%..G. 885,000 $57,000 | Security Mut., N. Y.. 16,496 630,233 
Union Cont. ....e0000 5,027,439 38,950,419 | prudential ” 98'759.:172 142,755,579 | Gt. Republic, Cal.... 441,143 2,153,447 | Shenandoah ......... 218,000 233,000 
United Ben., Neb..... 619,500 664,000 | mattance Pa. ...... 2’ 461.183 3.289.242 | Gt. Southern, Tex.... 650,025 1,926,365 | Southern, Ark. ...... 558,100 2,069,060 
Un. Coop., D. of C... 2,967 S000 | @eetees taem ...... "36.000 "104.500 | Guardian, N. Y...... 834,412 9,938,122 | State Life, Ind....... 501,780 4,188,967 
Wisconsin ....+eeee+> 89,500 1,014,924 Security Mut., N. Y.. 8,205 132,961 Moma, W. Beccccecece 671,529 4,371,494 Supreme L, & A., 0.0. 409,500 676,000 
Wash, Fid., Il..... a) 1,000 3.5 Standard, Pa. : 27000 70,500 wena Southern Seer 1 = 8 — Supreme L. & A., O.I. 1,110,673 904,837 
» POR, Bisse I 3,188 1,634 | < ’ See “ nter Southern ....G. 5,723 3, eee O. 1,520,251 6,032,744 
Win Wat. alten BIE 112,121 983,088 — _ hag aypry nes pny Interstate L. & A..O. 63,500 i teedes G. 818,850 968'200 
mall 16997814 86,040,674 | IMterstate L. & A...1. 1,486,623 1,065,070 | Union Aid, Ark..... ] 1,511,450 18,028,858 
a... 1352150 15,863,894 | Jefferson Stand. ..... 1,386,500 7,212,680 | Union, Ark. ...... 2'076.250 5°934.513 
United Ben., Neb.... "69,000 "77,000 | John Hancock Mut.O. 1,634,175 4,215,899 | Union Cent. ......... 8,468,912 25,584,528 
m 4 . von ‘9 John Hancock Mut.G. 465,500 26, United Ben., Neb..... 242,000 237,000 
MA RY LAND United = & Acdi.. eens erty John Hancock Mut., I 6,244 29,414 | United Fidel., Tex... 941.885 1,209,885 
Victory, Til. ..+..+00- 1.481 339 1.498087 | Kansas City ......... 1,501,760 4:200.904 | tratvereeh. ene, ..0. 178'500 248-100 
Wash. FIER. WA... TT ESS | LLGORSES | MBMERE ccc ce cece cons 2,288,000 2,659,500 | volunteer St. ........ 48,440 522 88 
New Sun Life, Can.....-.- “ataias onnins Lamar, Miss. ....... 779,370 ——«:1,750,862 | Washington Fid....O 92°000 76.718 
Business In Force __ | Liberty, Kan. ....... 10,000 155,000 | Washington Fid....I. 222,169 184,483 
Acacia Mut. ....+++- 17,772 142,970 | [f j| | Life & Cas, i ae ooo arr Central, Kan. ....... 346,420 631,770 
Atlantic, Va. 405,068 1,622,506 Life & Cas., Tenn. .G. ° , First Amer., Ark..... 42,100 88,300 
Bankers Life ......++ 441,863 1.801.432 | | ARKANSAS || Life & Cas. Tenn..I. 4,599,170 5,975,385 | Springfield, Til. ...... ceceee 1521135 
Bankers Nat., N. J.. 532,254 397,854 | | Lincoln Nat. ....++.-. 4,423,065 3,848,774 | Home, Ark. ...... O. 10,556,911 40,806,238 
Bankers Res., Neb. 23,750 364,774 oo = ~ | Lincoln Res., Ala.... 846,755 3,241,003 | Home, Ark. ...... G. 993,900 1,553,000 
Berkshire ..cccccese 590,962 5,846,846 N Mammoth, Ky. ....I. 495,262 . tye 
Cc t Natl. .... 516,231 3,205,936 ew Manhattan, N. Y.... 208,602 ¥ <== Sy 
ye nee ty a "38,500 260,450 Business InForce | Mass. Protect. ....... 179,500 392,728 | | 
Comm. Genl. occccccce 3,007,486 17,843,611 | Acacia Mut. .......++ 214,500 842,500 | Metropolitan ...... O. 6,169,762 26,963,242 IOWA 
Conn. Mutual ....... 2,787,613 20,904,999 | Amer. Bankers ...... 25,837 66,731 | Metropolitan ...... G. 4,324,263 12,411,399 
Conservative, W. Va 183,430 218,042 | Amer. Cent. ........- 349,455 2,254,016 | Metropolitan ....... I. 7,890,775 21,517,216 —EE — —} | 
Continental Amer..... 4,070,625 36,133,993 | American, Tex. ..... 319,261 2,161,758 | Mid-Continent, Okla. 565,000 2,452,000 
Contin’tal Assur., Ill. 292,147 590,779 | American, Colo. ..... 22,000 15,000 | Missouri St. ....... ©. 4,297,793 22,830,891 | John Hancock Mut..I. 2,646,610 3,674,890 
Continental, Mo...... 1,126,440 2,999,899 | American, Mich. .... 73,000 73,000 | Missouri St. ....... G. caevece 1,745,326 | Kans. City .....cee0. 1,398,303 5,707,250 
Equit. I, As. N. ¥. 8,944,556 64,321,157 | American Nat., Mo. 59,000 360,719 | Mut. Life, N. Y...... 3,310,796 37,029,521 | Lafayette ........... 102,376 416,755 
Equitable, D. C...... 1,248,915 1,755,937 | Amer. Nat., Tex...O. 1,080,760 3,726,072 | Nat. Equity, Ark..O. 1,816,896 8,787,902 | Lincoln Lib., Neb.... 253,000 812,500 
q , , 
A . . . PAN-AMERICAN LIFE REVIEW 
Pan-American Life Review 
; ; ments. Each pin counts for a_ certain the cost of raising a boy or girl to the age 
Published a ee “ the — of the amount of business, and as an application of 18, as follows: 
1e Tganization oO e is brought in the pin is bowled over. P 
g Prizes are offered on the greatest number Goma cost of being born......... $ 250 
PAN- AMERICAN LIFE INSURANCE COMPANY of points, and the points are determined pm A ~ Ae 1B... ee eee e eens 2,500 
CR ORD H. ELLIS, President as follows: For getting a “strike”, a Clothing eee f Settee eeeweeeeees a, 
E. G. SIMMONS. Vice President and General Manager “spare”, for completing quota, for each f NEe SSCeeesisvcsionae ve 
$1,000 of life insurance, for each Se ae “ first cost of home. . a 
April, 1929 $20 of accident or accident and health ae teh a of foal cond Shade sees sees = 
pri, premiums, and for the largest forwarded Se ee —- fun and light........ 
life volume. A special prize is offered for roportion of turniture............ 351 
the man paying for the largest volume of Average cost for boy to age 18..... 6,077 
Hi —— : =" a business written during March. If some verage cost for girl to age 18..... 6,167 
louston Agency Convention visor in Laurel, Mississippi. Mr. Caw- of our men can win a Home Office prize The Monthly Income for the wife should 
The first 1929 Agency Convention and on ® a young ‘sy experience and as well as one of these, they will certainly | be made sufficiently large to cover these ex- 
School of Instruction was held by Mr. Cc. preasing —— pe are confident his be lucky. We are expecting a spirited penses in the event of the death of the 
D. Corey, Vice President and Superintend- penne ding — Pan-American will be an contest. father, and our Educational Policy will 
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Force 
226,702 
124,311 
942,993 
404,319 
346,500 
453,956 
094,321 
,000, 233 
,774,342 
765,491 
221,500 
,862,660 
169,000 
352,140 
,019,072 
»325, 315 
368,508 
,913,905 
934,820 
78,800 
428 700 
, 360,50 
211,50 
827,594 
681,409 
,002,500 
420,529 
957,220 
661,790 
103,337 
501,392 
128,522 
294,091 
630,233 
233,000 
069,060 
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New 
Business 
Mass. Mut. ..cccceees 4,260,688 
Mass. Protective ..... 207,000 
Metropolitan ......O. 6,627,732 
Metropolitan ...... G. 4,045,548 
Metropolitan ...... I. 9,057,921 
Midland Mut., O..... 40,000 
Midwest, Neb. ......-. 259,726 
Minnesota Mut. ..... 1,148,337 
Monarch, Mass. ..... 81,500 
Morris Plan, N. Zeer 35,250 
Mut. Ben. ..cee-eeee 4,412,455 
Mutual Life, N. Y... 10,427,384 
Mut. Tr., Ill.....-- oO. 1,616,757 
Mut. Tr., Ill....... | eeeas 
Natl. Fid., Mo....... 1,786,301 
Natl. Guardian, Wis.. 158,500 
Natl. Life, Ia...+.--. 563,000 
Natl. Life, Vt........ 2,275,567 
Natl. Life, Chi....... 1,016,507 
New Eng. Mut., Mass. 2,775,792 
New World, Wash. 208,500 
N. Y. Life.....-+-++++ 12,720,678 
North Amer. Reass.. 562,600 
Northwestern, Neb... 114,250 
Northwestern Mut. .. 12,739,678 
Northwestern Natl. .. 3,227,72 
Occidental, Calif. 432,148 
Ohio Natl, ....-e-+08 168,240 
Ohio State ....+++++ 106,250 
Old Line, Neb....... 258,300 
Old Line, Wis.....- 128,179 
Omaha ..cccccccseces 65,277 
Pacific Mut. ....-+-++- 1,517,423 
Penn Mut. ..++--ee+ 7,016,096 
Peoples, Ind. ......++ 17,500 
Phoenix Mut. ....++. 2,150,660 
Prairie, Neb. .....+++ 705,964 
Provident L. & A.... 10,000 
Provident Mut. ....-.. 3,111,770 
Prudential ......+-+ oO. 9,711,751 
Prudential ......+- G. 2,295,100 
Prudential.......++. I. 13,636,464 
Reliance, Pa. ....++-- 287,453 
Res. LOan ...-++eeees ‘ 
Rockford ...c.cecees 8,8 
St. Joseph ...++e+-+>+ 895 
SecuritY «ecscerseeses 2,6 
Security Mut., N. Y¥.. 6,128 
Security Mut., Neb... 169,000 
Sentinel, Mo. ...+-+++ 208,062 
Service, Neb. .....+. 1,077,012 
Springfield, Ill. ....-. 78,804 
State Mut., Mass.... 874,918 
Sun, Can. ...-.ceecce 1,884,498 
Trav. Equit., Minn... 4,500 
Travelers ..sseeees oO. 6,490,167 
Travelers ..++seees G. 6,083,880 
Un. Central, O......- 2,624,600 
Union Labor .....- oO. 2,500 
Union Labor ...... G 71,000 
Un. Pacific, Neb..... 213,133 
United Ben., Neb.... 866,500 
Guaranty Fund ..... 1,714,000 
Lincoln Natl ....++. 413,861 
Central Life, Ill...... 369,126 
State Life, Ind....... 77,615 
North Amer., Ill..... 122,000 
Equitable Life Ia.... 13,174,474 
Union Mut., Ia....... 403,408 
Lincoln Nat., Ind.... 413,861 
Missouri St. ...... oO. 2,472,570 
Missouri St. ...... G. 1,387,100 
eth, TOMA, cccccesce 43,500 
Natl Res., Kans.... 189,000 
Peoria ccccccccvcccecs 2,725,810 


In Force 
28,816,829 
536,650 
42,065,346 
14,451,702 
37,380,748 
40,000 


64,386,590 
11,955,961 
254,000 
11,729,671 
212,800 
8,754,150 
12,574,019 
17,906,397 
17,633,776 
2,863,889 
93,687,289 
2,340,300 
538,750 
133,907,376 
16,457,476 
477,068 
761,440 
114,250 
383,000 
659,812 
468,497 
10,782,753 
55,542,161 
$3,000 
20,006,803 
3,085,891 
54,500 
11,713,266 
50,150,684 
5,513,300 
58,960,432 
3,098,707 
1,840,275 
2,150,260 
973,950 


23,919,296 
1,590,800 
39,000 
347,500 
17,092,882 
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New 
Business In Force 
Policyhldrs Natl., 8. D. 1,089,500 4,423,291 
Guarantee Fund, Neb. 1,412,500 5,474,700 
TH, Bankers .ccccccecs 145,172 627,698 
Natl Life, Ia....... 35,500 650,000 
Missouri State Life. 372,471 7,029,751 
\ 
COLORADO 
New 
Business In Force 
Mut., D. C 1,073,438 216,$ 
im, Feeicsecess 2,008 223, 
Cent., Ind. 445,253 , 
ie 263,304 27, 
Nd Line, Neb. 12,000 of 

ner | ee 3,222,03 34,5 

DG cescancs 3,371,050 38,: 

Life, Ia... 1,781,242 28, 

1 Res., Neb. 311,853 . 
Bank Savings, Kan.. 132,500 20, 
Bankers Natl., Colo. ,250,637 6,911,040 

688,038 1,208,734 

96,180 965,285 

23,000 44,500 

l 2,000 101,000 
Central St., Mo...... 1,047,667 7,704,963 

lumbus Mut., O 15,000 180,998 
MOE scasouece 1,392,132 10,705,631 
>see rvative, W. Va 136,000 138,000 
-apitol, Colo........ 3,712,328 256,107 
Co umbia Nath, .. 769,687 5,940,803 
— ut General 537,559 3,348,366 
rade Life........ 4,587,987 4,587,987 

ntir al, IN. 223,101 1,309,341 
ontinental, Mo..... 209,000 3,185,082 
prnitat Ra 1,136,051 3,228,721 
~~ i eee 5,571,606 29,241,519 

arm. & Bank., Kan 151,122 856,115 
pick Mut. Pa. 165,305 1,628,187 
emttlin, IN... ccee 1,051,074 3,588,814 

armers, Colo. 1,415,715 4,056,006 
We riexsnicn 663,925 1,354,766 
ST, TB... 500e 320,296 633,590 
Greelan, N. ¥. 2.22. 306,452 4,513,579 
— Northern 195,440 34,009 
How, Western, Ia 290,000 595,000 
Jette’ N. Yun. sccvee 1,064,490 8,732,707 

““erson Standard... 549,600 1,791,600 














In Force 
Kansas City. 28,996,186 
Lincoln Lib., "Neb. 
Lincoln National. 


Liberty, Kan........ 
Manhattan, N. Y.... 
Mass. Mutual........ 
Mass. Protective..... 
Midland, Mo......... 





Midland Natl., S. D.. 119,000 
Minnesota Mut.. 347,665 
Monarch, Mass....... 14,000 
ee 237,500 


Mut. Benefit, N. J.. 
Mutual, N. Y 

Metropolitan 
Missouri St. 





National Life, Vt. 
New England Mut.. 1,659,9 
New York Life...... 9,389, 47 

















North American, III. 346, 000 

N. Amer. Res., N. Y. 217,700 
Northwestern, Neb 195,000 
Northwestern Mut... aeSaee 
Northwestern Nat... 5 

National Life, Ill.... . 

Northern, Wash..... 296, 850 

Occidental, N. C..... 1,112,300 

OGORBRS cccocesscsess 84,977 

Occidental, Cal...... 745,028 

Old Line, Neb....... 199,000 

Penn Mutual........ 1,120,858 

PUNE enecencedonnee 135,226 

PeeeTee., WeBeccccses 449,860 

Provident Mutual.... 1,852,850 

Pacific Mutual....... 1,214,817 

Provident L. & A. sox +s 

eee 

Reinsurance ........ 1,6 365 2, 
Rockford .....cccces ,000 33,000 
Reliance, Pa........-. 56 
Service, Neb........ 1 

Benes, Bed. wccccecece 

Sun Life, Can....... 

Sentinel, Mo. ....... 4,500 

TVAVOROTD ccccces os 3,987,074 

Union Central, O.... 3,006,650 ’ ,57% 
Union Labor ....... 12,500 11,500 
Union Mut., Me.... 198, 396 1,569,091 
United Ben., 1,074,500 
West Coast 1,058,026 





Writes $2,000,000 Business Case 


Arthur W. Stebbins, president of 
Stebbins, Leterman & Gates of New 
York, has closed a $2,000,000 business 
insurance case, writing a policy of that 
size on the life of Herbert J. Yates, 
president of the Setay Corporation and 
Consolidated Film Industries. The poli- 
cies to make up this total were dis- 
tributed among the John Hancock Mu- 
tual, Equitable Life of New York, Mu- 
tual Life of New York, Mutual Benefit, 
Penn Mutual and Union Central. This 
$2,000,000 line is authorized by the 
board of directors of the Setay Cor- 
poration and is additional to $1,000,000 
taken out by the Consolidated Film In- 
dustries on Mr. Yates’ life. These, in 
addition to large lines of personal in- 
surance, put him well to the front in the 
total of insurance carried on a single 
life. Mr. Stebbins, is one of the larg- 
est individual writers in the country, 
personally paying for about $10,000,000 


annually. He is the greatest writer of 
the film industry, in all classes of in- 
surance. 


Williams Joins “Spectator 


Charles A. W illiams has joined the 
editorial staff of the “Spectator.” Mr. 
Williams is an aggressive young man, 
who has had newspaper experience with 
the Newark “Times” and insurance ex- 
perience with the cashier’s department 
of the Travelers. 


Wilson Back from Coast 


After two months on the Pacific 
Coast, W. Rolla Wilson has returned 
to his work as agency director for the 
Old Line Life of Milwaukee in Iowa, 


Minnesota and South Dakota with 
headquarters in the Thorpe building, 
Minneapolis. 


Negro Association To Meet 


The annual meeting of the National 
Negro Insurance Association will be 
held at Little Rock, April 25-27. The 
Century Life of Little Rock will be the 
official host. A. E. Bush, president of 
the Century, is assistant secretary of 
the association. 


Return from Cuban Trip 


W. J. Pesock, division manager for 
the Sun Life of Canada at Windsor, 
Ont., and Armand Racine, member of 
the firm of Jaque, Clark & Racine of 
Windsor, have just returned to the 
States from a visit to their representa- 











tives in Cuba. 











NSURING 
Whole Families 
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ECAUSE of Northwestern National's complete 
line of Children’s Policies it is a frequent occur- 
rence for NYNL agents to insure large family 

groups, such as the fourteen members of the James J. 
Michels family (top photo, above) of Medicine Lake, 
Montana, insured by Agent C. E. Hoppin; the six 
members of the George G. Davis family (lower left) 
of Taylor, North Dakota, insured by Agent B. H. 
Crawford; and the eleven members of the John Klocke 
family of New Rockford, North Dakota, insured by 
Agent L. M. Rutten. Every one of these is a NYNL 
policyholder. 

The three large family groups 
shown here are typical of many 
such scattered throughout the 31 
states in which this Company op- 
erates. They are enthusiastic sup- 
porters of their Company and pro- 
vide living testimonials to the all- 
embracing coverage that NYNL is 
in a position to furnish insurable 
persons from birth to age 65. 

For NYNL agents there are satis- 
faction and profit in this phase of 
their work, which has as its object 
the insuring of every member of as 
many families as possible. That 
many agents have succeeded to a 





Policies for children 
like William R. Brown 
of Elizabeth, Ill., sold 
on lives from birth to 
age ten, provide NWNL 
agents with ‘something 


to talk about,’’ some- . , » decree na lee - 

+ cyte Figen ——— degree speaks well for 
father or mother will © what NYNLhas to offer prospective 
listen. 


policyholders. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD. pacswerr 


STRONG~- Minneapolis. Minn. ~ LIBERAL 
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THE NATIONAL UNDERWRITER 








with this 
- Progressive 


Company 








New 





Home Office Building 
We Offer 


— Policies all ages, 1 day to 70 years. 


— Both Participating and Non-Participating. 
— Non-Medical—Sub-standard. 
— Disability, Dismemberment and Surgical Benefits. 


— Special Monthly Premium Payment Plan. 


— Double Indemnity. 


— Children’s Policies with Beneficiary Insurance. 


— Sales Planning and Circularizing Department. 


— Producers’ Club. 


Available territory in seventeen 
“a states West of the Mississippi |P- 
River and in Illinois and Florida. 


WRITE DIRECT TO HOME OFFICE 


iO Fae) 


Central States Life 
Insurance Company 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 



































IS TRUST INSURANC 
BEING OVERSTRESSED? 





REASON FOR ACTIVITY TOLD 





Figures Presented to American Bankers 
Association Held to Justify 
Emphasis on Form 





There has been a great deal of criti- 
cism lately as to the overstressing of 
the field for large cases, particularly the 
life insurance trusts. Many agents feel 
that their companies, their associations 


and their educators are all giving an ex- 


cess of their time and attention to the 
study of this side of the business. More 
than one organization has of late con- 
sidered the curtailment of the attention 
devoted to the life insurance trust. And 
the average agent demands more atten- 
tion to his average case. 


Bankers Trust Figures 


Of late, there have been numerous 
events which point to the reason for 
such an expenditure of energy, if not its 
justification. Just last month, the 
American Bankers Association, in an- 
alyzing the trust business of the past 
year, cited stupendous and enlightening 
figures on the life insurance trust. The 
bankers, themselves, are just beginning 
to realize the great importance of this 
new member of their family and they 
see that it is, perhaps, a prodigy that has 
possibilities of going far beyond the 
older members of that family. Already, 
in the very few years of intensive de- 
velopment, the life insurance trust busi- 
ness has reached an aggregate of over 
$1,000,000,000 in force. Last year 
nearly $500,000,000 was written. That, 
of itself, is no answer to the average 
agent, but a further analysis of these 
figures is. It was shown that these 
trusts were of all sizes, going as low 
as $5,000, with an average that was 
assuredly within the reach of the aver- 
age underwriter. It was found that the 
average trust was not $100,000 or over, 
but well down towards the average of 
a good agent’s underwriting. One bank 
showed an average of $25,000—and one 
agency in New York has an average 
agency policy size of $12,000. There is 
not as great a divergence as might be 
expected. Furthermore, it was found 
that the life insurance trusts are being 
eagerly seized by the buying public in 
all communities, average and _ small 
cities as well as the metropolitan cities. 
This, bearing out the spread of death 
claims of large size as well as small, 
would indicate that it is really every 
man’s problem and that the real answer 
would be for the average agent to study 
this new phase of underwriting, to apply 
it to his average sales, rather than to 
ask that it be set aside for the old order 
of salesmanship. Apparently, the life 
insurance trust has become the basic 
investment and protection factor of the 
new financial structure, big and small 
alike. And the aggressive agent will 
grasp this opportunity. 

What Huebner and Clark Say 


Further bearing out this picture are 
the recent public utterances of Dr. S. S. 
Huebner, one of the keenest analysts in 
the business, and Paul Clark, National 
association president. Dr. Huebner 
says that business life insurance will be- 
come one of the greatest branches of 
all the insurance family, even surpass- 
ing the great institution of fire insur- 
ance as a credit factor. He sees a 
gradual development to a peak about 
20 vears hence, when the business man 
will automatically take out his business 
life policy, just as he does his fire line 
today. Paul Clark has carried his 
analysis further, to show the practical 
application to just such a field as the 
life insurance trust. He estimates that 
on the basis of Dr. Huebner’s picture of 
the future, there will very soon be $15,- 
000,000,000 to $20,000.000,000 of busi- 
ness life insurance alone written an- 
nually—more than the present-day ag- 

















CASH 
IN ON 
THIS 
CHECK 


THIS 
COUPON 


If you don’t write ac- 
cident and health insur- 
ance, you ought to. The 
A & H Review will help 
you get started. 











The Accident & Health Review, 
175 W. Jackson Blvd., 
Chicago, Illinois. 
Here’s the check and coupan—Send me 4 
santple copy of The A & H Review. 


FORMED cccec ccnccccccccccceseenessees 
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cregate of life insurance as a whole. 
‘or is this a passing fancy. 

The actual figures, of course, are only 

ncy, but the situation is an actuality. 
Business life insurance is in the offing 
s a vital phase of the business—bank- 
rs and underwriters alike seeing this. 
\nd when it arrives, the small town 
butcher will probably be as good a pros- 
pect as will the railroad magnate or the 
anker himself—if not better. The 
iall trust is as effective as the large 
nd, within proper limits, should be 
fitted to the cases. Furthermore, every 
gent owes it to his clientele to fully 
understand this matter of trusts and 
large policy writing, for these present 
small policyholders will in many cases 
come the large policyholders of to- 

orrow. As they grow, they will leave 
their present agent, if he is unable to 
roperly care for his insurance needs. 
On the whole, it would not seem that 
the life insurance trust is being over- 
tressed just now, for at least until all 
gents have a basic knowledge of its 
irposes and mannerisms, too much 
innot be said to properly train the 
igency ranks to the new order of things. 


ACCIDENT PO”.ICIES 
INSURANCE ON LIFE 





Death benefits paid under accident 
nsurance policies, or under. the double 
ndemnity or accidental death features of 
life insurance policies, constitute 

unts received “under policies taken 
ut by the decedent upon his life,” ac- 
rding to a ruling of the board of tax 
eals in the case of Leopold Acker- 

n, executor, vs. Commissioner of In- 
ternal Revenue, docket No, 17910. In 
his case the widow as beneficiary re- 
ceived $44,204.40 on six policies either 
f accident insurance or under the acci- 
dent feature of life policies. This sum 
was part of the excess above $40,000 of 
life insurance. The collector imposed 
estate tax on the accident proceeds, 
nd tl lis was objected to by the executor 

le ground that the accident policies, 
or accident provisions of life policies, 
were not “policies taken out by the 
decedent on his own life.” 

[he tax board ruled that the accident 

eeds were not deductible and cited 
ecedents holding that insurance on 
life includes all policies of insurance in 
which the payment of the insurance 
1 y is contingent upon the loss of 


VOLUNTARY QUITTING WORK 
TERMINATES GROUP COVER 





The group policy provided “that the 
insurance of any employe herein shall 
cei ase on termination of his membership 
n the Commonwealth Employes Benefit 
Association.” Held that it is idle to con- 
tend “active employment” under this 
group policy cannot be terminated as 
well by vountary quitting of the em- 
love as by his being discharged. De- 
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of sales instruction to be the main fea-| of the W. H. Jurgensen agency of | ing out of the general agency of T. W. 


ture of the convention. Central Life of lowa in Lincoln, Neb. | Melham, was the other Central Life 
———— - With no previous life insurance experi- man to ‘win a watch for individual pro- 
Bankers National Convention ence, Mr. Ely joined the sales organiza- | duction in March. Mr. Brockman is to 


The Bankers National Life of Kansas tion of Mr. Jurgensen about the middle receive his reward through A. C. Lar- 
City will hold its $100,000 Club con-| 0! February and was one of two win- | son, state manager for Wisconsin. 
vention Aug. 15-17 " The frst day witi| Cts for individual production, among 

é xX. onli. Ss a’ i 





be a business meeting at the head office all the Central Life agents during the Life Notes 
and the next two days will be spent in — os a. i oe , onion. ue ¥ nord  — Life Ass ie a 
the Ozarks. sxeorge M. Buck, second vice presi Texas. It is already operating in Okla- 


dent of the Central Life, who addressed 





——— : , : o , : homa and Missouri 
the mcoin agency Ineeting, presentes ‘ , Qo 
Record for N Man ~ . ~ : Business for the first quarter of 1929 
ow = Mr. Ely with a fine watch, his reward | increased 10 percent over the same 
G. E. Ely, a life agent for less than | for his remarkable production record | period last year with the Protective 
two months, held the center of the | for March. ae ee Le. ew 2S ie 
stage at the general agency meeting ' W. J. Brockman of Milwaukee, work-' the Birmingham’ district this yeat 








Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 








ceased quit work and remained con- 


tinuously away from work because a 
strike was called and for no other rea- 
son. It is contended by appellant that 


ndant could not terminate the mem- 
hip of Roehrig in their association 


without some kind of notice having 
been given Roehrig of their intention 
to do so. The court is of opinion that 
1 nome was required to be given 
R ig by anyone; that by the terms 


ofthe bylaws and rules of the association 
( asing to be an employe would ipso 

terminate his policy, because he 
Was cl harged by law to know this fact. 
Xochrig vs. Missouri State Life, App. 
Ct. Ill. 4th Dist. 


Central ame of Iowa Rally 


ore a 125 Iowa agents of the 
Ke tral Life of ew. are expected to 

d the annual state agency conven- 
_ to be held in Des Moines this 


, corge T. Carlin, educational direc- 
tor, and Vice-President George M. Buck 



































Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 
Medical. 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district, 
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MOST OF FRATERNALS 
STICK TO LODGE PLAN 


(CONTINUED FROM PAGE 6) 
there has been no direct attempt to 
change this order, President W. A. 
Fraser organized the Globe Life, a stock 
company, of which he became presi- 
dent and which the proposed to work 
alongside the Woodmen. The fraternal 
has $600,000,000 in force. Trouble re- 
sulted and the present status is that 
there can be no associgtion between the 
stock company and the fraternal. The 
Woodmen adopted an adequate rate 
basis in 1920. 


Experience of Praetorians 


Some time ago the Praetorians of 
Dallas, Tex., or rather the officers of 
the order, got the idea that the old 
fraternal plan was out of date and be- 
gan to discontinue the lodge system 
and do business with agents much like 
a regular old line company. There was 
a revolt within the ranks, the Prae- 
torians went back to the fraternal lodge 
plan, only harder than ever, and proved 
that the lodge plan is still as good as or 
better than ever. In 1927 it was one 
of the few larger fraternals to show a 
nice gain. 

These various experiments and 
changes the past few years in the frater- 
nal field seem to show that the fraternal 
system cannot be much improved upon 
in dealing with the class of people who 
usually join fraternals. The policies 
are small, much of the business is in 
small towns, and this is the class of 
business which has been found to be 
the most expensive to write by the old 
line companies. 


Changes in Assessment Field 


In the so-called natural premium or 
mutual life association field also im- 
portant changes are under way. The 
three largest concerns in this field are 
the Guarantee Fund Life of Omaha, the 
National Life Association of Des 





Moines, and the Illinois Bankers Life 
of Monmouth, Ill. The Guarantee Fund 
has $175,000,000 and each of the others 
about $100,000,000 in force. It can only 
be a matter of time until all three, 
which are practically on the old Bankers 
Life plan, follow the great leader and 
become regular legal reserve mutual 
companies. 


National Life Makes Move 


The National Life Association took 
this step early in February. It was or- 
ganized 30 years ago along the same 
lines as the Bankers Life Association of 
the same city, which successfully 
changed to the legal reserve plan 18 
yearsago. ‘The old assessment members 
who do not change to the legal reserve 
basis are left in an assessment class by 
themselves with the result in a few 
years that the cost becomes tremendous. 
The Bankers Life assessment members 
who did not transfer are now in a bad 
way. The National has assets of $4,- 
393,000 and in 1927 wrote new business 
of $14,846,500, but made no gain in 
insurance in force. 


Trend Toward Old Line 


The Guarantee Fund wrote new in- 
surance of $27,000,000 and gained only 
$2,670,000, while the Illinois Bankers 
wrote $30,000,000 of new business and 
gained $682,000. It is clear that this 
kind of insurance is bucking the tide 
and no doubt the time will come when 
all three of these “bankers” companies 
will be old line. For about four years 
the Guarantee Fund has been maintain- 
ing reserves on its new contracts on the 
American 4 percent table and now it 
announces a change for its old policy- 
holders to an ordinary life American 3% 
percent basis with cash, loan, paid-up 
and extended surrender values. While 
the change is optional the home office 
is making a strong effort to change 
not only the old assessment members 
but the recently written American 4 
percent policies as well. The associa- 





tion is retaining its old assessment basis 


in that it is not abandoning the safety 
or assessment clause. 

There will no doubt continue to be a 
number of smaller mutual life associa- 
tions which operate on various kinds of 
step-rate plans but the system is now 
practically obsolete so far as larger 
companies are concerned. It is not im- 
possible to operate on the step-rate or 
assessment plan and remain sound but 
it is difficult. 

The simpler forces of pass-the-hat 
life insurance are rapidly passing off 
the scene in both the fraternal and mu- 
tual life association field and the scien- 
tific reserve system is becoming su- 
preme, no matter what form of organ- 
ization is followed, whether stock non- 
Participating or mutual or agency and 
non-agency, whether commercial or not 
for profit. 


LACY HAS PRONOUNCED IDEAS 
President of the All States Life Expects 
to Put Into Effect Progres- 
sive Plans 





The All States Life of Montgomery, 
Ala., of which Ben W. Lacy, formerly 
vice-president of the Protective Life, is 
president, received its license Jan. 1. It 
now has $452,000 bonds deposited in the 
stat® treasury. It has 64 agents pro- 
ducing business and has $3,000,000 in 
applications since it started. It has a 
satisfactory organization planned for 
Tennessee. Mr. Lacy determined to put 
his production on a 50 percent commis- 
sion basis. There are some privileges 
granted and ‘higher renewals than or- 
dinarily for the first two years but the 
whole contract is devised with the 
thoucht in mind of holding the business 
on the books and giving the agents a 
continuous interest. 

Another feature of the All States Life 
is that Mr. Lacy has gone out of the 
ranks to get producers. He takes the 
position that men of character, men who 
have been successful and who have a 





reputation are those who should deal 
with the public in their life insurance. 
These new men have been carefully in- 
structed and trained. The All States 
Life has 43 agents who have never 
been in the service of any other com- 
pany. It does not pay any salary nor 
give any advances. 


NOW LOCATED IN LOUISVILLE 
Equitable Life & Casualty Operates a 
Branch Office at Chicago—Op- 
erating in Eight States 





LOUISVILLE, April 11—The Eq- 
uitable Life & Casualty, which recently 
moved its executive office from Chi- 
cago to Louisville; and home office from 
Frankfort, Ky., to Louisville, it being a 
Kentucky incorporated company, is now 
nicely settled in its new quarters, taking 
up all of the third and part of the fourth 
floor of the old Todd building, a ten- 
story structure at Fourth and Market 
streets, which the company purchased 
and renamed the Equitable Life & Cas- 
ualty building. 

W. A. Orr, an official, states that a 
branch office is being retained in Chi- 
cago, and that President J. W. Bain 
spends a good deal of time with the 
Chicago branch. The company is now 
operating in eight states, including IIli- 
nois, Indiana, Kentucky, West Virginia, 
Oklahoma, California, Colorado and 
Minnesota. 

The company has ordered a high 
electrical sign for the corner of its new 
building, which will spell out the name 
running, down from the roof to the sec- 
ond floor, in big letters that can be seen 
for a long distance. 


E. Lee Trinkle, first vice-president of 
the Shenandoah Life of Roanoke, Va., 
has been appointed to the state board 
of public welfare by Governor Byrd. He 
is a former governor of Virginia, hav- 
ing been succeeded by Governor Byrd in 
the office. 
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casts his lot with us. 


eeping the New Year 


Free From Errors 


“Serve and Succeed with The Springfield Life’ 


Home Office: SPRINGFIELD, ILLINOIS 


You may be finding it a hard thing to do, this matter of keeping 
1929’s pages fair and free from blunders. 
wanted to be wise ones. 

If choosing a company is one of the decisions you must make 
now, there’ll be no regrets if you decide on one that helps its agents in 
every possible way. 

The Springfield Life offers real cooperation to every agent who 
You will receive help in finding prospects, and 


you will have an interesting range of policies to cover the needs of pros- 
pects and to help make them your clients. 

Write us if you are ready to begin work as a life underwriter. We 
want to tell you about our service. 


This year’s decisions you 


SPRINGFIELD LIFE INSURANCE COMPANY 
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AIR RISK STANDARDS 
ADOPTED BY CANADIANS 


(CONTINUED FROM PAGE 6) 
(4) Mapping and forest patrol, 


private companies ....... $25 
(5) Other aerial photographers, 

news agency, etc......... $50 
(6) Exhibition, stunt, long dis- 

tance, endurance, racing, 


testing, advertising..Not Accepted 
(7) Private owner-pilot....... 


saceesecenee Usually Not Accepted 
Select cases (flying ability, 
mechanic service, habits 
and moral hazard)........ $20-$25 
(8) Aero Club pilots and in- 
SD wénevndesscabeese $25 
(9) Others, (including taxi 
gg. eee $25-$50 
(b) Student pilots, unlicensed 


pilots and pilots flying un- 
licensed planes ...... Not Accepted 


Extra Premiums for Military and Naval 
Pilots: 


(1) Royal Canadian Air Force... $20 
(2) Reserve Officers, Royal Ca- 

nadian Air Force........... $10 
(3) United States Army, Navy 

and Marine Corps and Coast 

Guard, members of Air Corps $30 
(4) United States Air Corps Re- 

SOEED: GE bb: <d-cecuceasiéa $15 


Extra Premiums for Passengers: 


(1) Pleasure rides of less than 
one hour as fare-paying pas- 
senger, infrequent ....... No Rating 
(2) Fare-paying passengers, be- 
tween well equipped airports, 
over established commercial 
routes, with licensed pilots 
and licensed planes, a graded 
seale of extra premium, de- 
pending on the number of 
flights contemplated as fol- 
lows: 
Up to 10 flights per year.No Rating 
11 to 20 flights per year.. $5 
21 to 40 flights per year... 
Over 40 flights per year... 
(3) Passengers of a somewhat 
less favorable type than (2), 
including passenger mem- 
bers of aero clubs not in- 
tending to become pilots, a 
graded scale of extra pre- 
mium, depending upon the 
number of flights contem- 
plated, as follows: 
Up to 5 flights per year.No Rating 
6 to 10 flights per year.. $5 


$10 
$15 


11 to 20 flights per year... $10 
21 to 30 flights per year... $15 
31 to 40 flights per year... $20 
Over 40 flights per year... $25 


(4) Officers and employes of 
companies which either own 
or employ aeroplanes for use 
in connection with their 
business, operated by licensed 
pilots and operating be- 
tween well equipped airports 
only ..........Schedule same as (2) 
(5) Officers and employes of 
companies whose planes will 


be flying over remote and 
unpopulated territories, the 
above ratings would be 
greatly increased, and, in 
many cases, the risk de- 
clined. 


> 


Private owner employing li- 
censed Pilot .......+eeceeees 
Passenger, flying with un- 
licensed pilot or unlicensed 
oT rrr Not Accepted 


REAL ESTATE LOAN 
POLICY OF COMPANIES 


(CONTINUED FROM PAGE 5) 
lans for 15 years on commercial build- 
ings, 

The value of the loans made, calcu- 
hted on a percentage of the value of the 


$15-$50 


= 


Woperty given as security, or on a 
Maximum sum basis, likewise varies 
seatly. The majority of the com- 


panies will loan 50 percent of the as- 
*ssed value of the property, but one 
‘mpany will loan only 30 percent of 
ie value on farms while another re- 
torts loans as high as 6634 percent of 
Ne assessed value on single unit dwell- 
mgs and commercial buildings. 
Maximum Sums Vary 


Figured in terms of the maximum 
‘ums ready to be loaned, the amounts 
"n the gamut from $3,000, as the 
™ximum amount loaned by one com- 





pany on single unit dwellings and duplex 
dwellings, to $500,000, as the maximum 
amount loaned by one company on com- 
mercial buildings. Many reports do not 
contain any definite figure as the maxi- 
mum amount loaned, but let the sum 
depend on the value of the property. 
The great majority of the companies 
use both their own and independent 
appraisers. Fifty-three companies re- 
ported such a plan. Eighteen companies 
use only their own appraisers’ estimates 


and three companies use only inde- 
pendent appraisals. 
Pre-payment privileges are almost 


taken for granted. Only four companies 
refuse to allow pre-payment under some 
certain arrangements. 


AYRES SEES UPWARD 
TREND IN BUSINESS 


(CONTINUED FROM PAGE 3) 


securities, but financial men who should 
know are of the opinion that this 
situation will work itself out without 
disturbing general conditions. 

“Most industrial curves are upward 
today and with better weather prevail- 
ing, construction, agriculture and other 
lines dependent on seasonal conditions 
will be greatly accelerated. Reports 
from our leading metropolitan centers 





are that employment is on the increasé 
and the surplus of unskilled labor that 
always accumulates in the closing weeks 
of the winter will be depleted rapidly 
when outdoor activities get into full 
swing. 

Credit Conditions Satisfactory 


“Credit and money conditions are sat- 
isfactory at present. Bank deposits are 
at a high level for this season. A very 
gratifying condition is the amount held 
in savings accounts in the banks and 
trust companies of this country. Busi- 
ness failures are also on the decrease, the 
latest available reports indicate. 

“So viewed from almost every angle 
the immediate outlook for the country 
is excellent. Naturally there are still 
a few bad spots on the business map, 
but these are being obliterated and will 
soon disappear entirely. There is every 
reason to anticipate good average con- 
ditions for the next 90 days. Insurance 
expects business to be very good.” 


FRATERNAL DECISION 
IN KENTUCKY COURT 





Appellant denied liability on the 
ground that before Johnson signed the 
application and the supplemental ap- 
lication he had been afflicted with con- 
sumption, habitual coughing and syphilis 





and that his statement that he had not 
been afflicted with these diseases was 
false and material and avoided the 
policy. Held that while the evidence as 
to condition of insured’s health prior 
to August, 1926, is slight it is sufficient 
to raise an issue for submission to the 
jury. Dr. Kavanaugh’s own testimony 
is conflicting as to the date of the be- 
ginning of the illness as fixed by John- 
son, Some of the physicians stated that 
it was impossible, basing their opinion 
on his condition when examined by 
them, to determine when he was first 
afflicted with tuberculosis. The testi- 
mony of Dr. Kavanaugh as to state- 
ments made to him by deceased was 
competent since these statements were 
in the nature of declarations against in- 
terest. In view of the testimony that 
insured was apparently in good health 
until August, 1926; that his weight was 
approximately normal when he signed 
the application; that repeated blood tests 
failed to show the presence of syphilis 
and there being absolutely no evidence 
to show that he had at any time had 
that disease or been treated for it, ex- 
cept the statement attributed to him by 
Dr. Kavanaugh, the court conchides 
that the truth or falsity of insureal’s 
answers to the questions in the applica- 
tion was a question for the jury. Grand 
Lodge, Brotherhood of R. R. Trainmen 
vs. Johnson, Ct. of Appeals of Ky. 








ROYAL UNION LIFE 
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DES MOINES, IOWA 














Royal Union Life Building 


Cor. Seventh and Grand Ave., 
Des Moines, Iowa 
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contracts! 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


Opportunity 
Ahead! 


Desirable territory open for per- 
sonal producers particularly in 
the states of: 


MISSISSIPPI 


PENNSYLVANIA 
NORTH DAKOTA 


Salesmen of high character and 
ability who are looking for per- 
manent connections are invited to 
write us for full information. 

We offer liberal commissions and 
an unexcelled line of fast selling 
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Executives for Tomorrow 


“I want so badly to go to night school 
or to take a correspondence course, to 
learn the work of my department—but 
I simply can’t afford it.” And _ that 
young lady, who recently said just that, 
will doubtless have to find the where- 
withal to overcome the financial ob- 
stacle—or resign to the fate of a de- 
partmental clerkship for her remaining 
days. She was a stenographer or clerk 
in a department of one of the biggest 
life companies and she had suddenly 
been aroused with ambition to aspire 
to a better position in the department. 
There was a vague hope that she might 
become a departmental manager some 
day, if she could properly study the 
path ahead and prepare for it. But at 
the time she spoke, she could see no 
means of meeting the tremendous cost 
of any responsible course at night school 
or by mail. Plenty were available, but 
at prices that did not readily fall within 
the grasp of a minor clerk. 

Countless men and women, now 
working in subordinate positions in life 
offices, have had or are having just 
such an experience. And it is unfortu- 
nate—both for the individuals invoived 
and for the life insurance companies. 
For in the case of the latter, they are 
losing potential managers every time 
such ambition is killed by financial 
stringency It is not, comparatively 
speaking, the common thing to find true 
aroused ambition of this type. Many 
there are, of course, who desire more 
money and thus a better “job”, but 
those who look ahead, see where they 
would like to go, realize its burdens 
and then wish to undertake those bur- 
dens—such people are comparatively 
few and should be encouraged in every 
way, for they are the ones who would 
make zealous managerial timber once 
the technique of the work was mastered. 

Technique can be learned by anyone, 
but this ambition is not found in every- 
one. Some would say, of course, that 
they can learn and earn their advances 
in their own office, but serious consid- 
eration would show that a futile hope. 
Practically no offices permit of one’s 
learning the task next above. Each step 
must be taken as it is met and only the 
immediate task understood. There is. 
neither time nor opportunity to learn 
advance steps within the office of reg- 
ular employment—except in certain* 
lines, of course, where the technique is 
of a broad mature, such as acquaintance 


with financial markets, though even 
there, a minor clerk has little opportu- 
nity to actually study ahead of his daily 
routine. 

Educational institutions have forged 
to the front in recent years and have 
particularly leaned towards business 
and finance, so that anyone with means 
can study in any one of a dozen or 
more thoroughly acceptable institutions 
by night or by mail. But there remain 
those without means. These schools are 
doing a splendid work, but they are 
costly. So costly are they that minor 
clerks scarcely can find the money to 
carry even one or two courses—and far 
below that necessary to carry the full 
course needed for adequate preparation. 
If these ambitious but poor workers are 
to be saved for the managerial ranks 
—there being no system of preparation 
such as England has—means for financ- 
ing aspiring employes to a course of 
advanced study is the only alternative. 

While life companies would not care 
to compete with other lines of business, 
there might be here a very commend- 
able line of extension work that any 
one of the existing life insurance organ- 
izations might carry on. THe NATIONAL 
AssoctATION oF Lire UNDERWRITERS might 
underwrite it, though it is not directly 
interested in executive training on the 
home office side. The Lire PRESIDENTS 
Assoctation, the INsuRANCE INSTITUTE Or 
some company unit would be more logi- 
cal and such an organization could very 
properly prepare some correspondence 
school for life company junior execu- 
tives, which would fit them for their 
future advancement and furnish the 
companies, themselves, with valuable 
material for succession to executive 
offices. It could be done without too 
extensive an outlay—the correspondence 
schools now operating are making huge 
profits and a life company unit of this 
type, operating without thought of 
profit, perhaps even with loss, could 
offer a very capable course at negligible 
cost—or perhaps no cost to the student, 
regardipg it as money well spent for the 
training of future home office leaders. 
It would save some of these managers 
of the future who are now passing into 
oblivion through stiffled ambition. 


You can’t plow a field by turning it over 
in your mind. 


He who serves deserves. 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 




















What is believed to be one of the 
largest electric displays of its kind has 
recently been installed at Washington, 
D. C., by the Acacia Mutual Life. On 
the roof of its new ten-story home office 
building in letters 72 inches in height, 
the word “Acacia” is emblazoned against 
the sky nightly. This giant display is 
of the latest Neon type of tube illumina- 
tion, which is conceded to be the most 
powerful yet devised. Two seperate units 
have been constructed, one showing east 
to the Union Station plaza, and the 
other to the south, facing Pennsylvania 
avenue. 

Evan D. (Denny) Williams, member 
of the Portland Baseball ‘Club of the 
Pacific Coast League, who was killed 
in an automobile accident near Bakers- 
field, Cal., in March, was a policy- 
holder of the California State Life. He 
purchased two policies, a one and a two, 
over five years ago when he was a 
member of the Boston American club. 
The policies were for the benefit of his 
sister and Denny paid the premium de- 
posits with prompt regularity. He was 
32 years old at the time of his acci- 
dental death. 

E. N. Strong of Portland, Ore., gen- 
eral agent for the National Life of Ver- 
mont, was the guest of the agency staff 
at a breakfast celebrating the 21st anni- 
versary of his entrance into the life 
insurance business. 

Starting as an agent of the Western 
Union Life in Spokane, Mr. Strong 
after a short time moved to Tacoma, 
Wash., where he became connected with 
the Western States Life. His work 
brought him the position as agency 
supervisor and later general manager 
with headquarters in Portland. He 
joined the National Life in his present 
capacity Jan. 1, 1923. 

In his 21 years in the business he 
has written $6,000,000 of insurance and 
the Oregon agency under his supervision 
has risen from 22nd to seventh place 
among the company’s agencies. 


Henry D. Neely, who had represented 
the Equitable Life of New York as 
general agent in Omaha since 1885, died 
last week, aged 77, after an illness of 
less _than a week, from pleural pneu- 
monia. He was a Mason of high de- 
gree, and well known as a sportsman. 


. Dr. Herman P. Marshall of Spokane, 
Wash., one of Spokane’s leading physi- 
cians and surgeons, and president of ‘the 
American Medical Life Associates, a 
hoiding company which he recently or- 
ganized to build up a life insurance 
company there, died last week. 


Elbridge Gerry Watkins, who com- 
pleted his first year in the life insur- 
ance business on April 1 and who is 
one of the leading producers of the 
San Francisco office of the Phoenix 
Mutual Life, has a record of 48 weeks 
consecutive production out of the 52 
he has been in the business, with a 
— of paid business in excess of $300,- 

Mr. Watkins, in addition to his rec- 
ord as a consistent producer, is active 


in association affairs and served on the | 


committee for the recent underwriters 
conference. 


— 


A. L. Hereford, president of the 
Springfield Life, Springfield, Ill., who 
has been confined to his home on ac- 
count of illness for the past few weeks, 
is again on the job of steering his com- 
panys activities. 

F. W. Hubbell, vice-president 
treasurer of the Equitable Life of Iowa, 
was in Los Angeles last week for a 
short time en route home from a 
month’s absence on a trip to Mexico, 
devoted to deep sea fishing off the west 
coast. Mr. Hubbell is an ardent and 


~ 


enthusiastic angler for sword fish, in 
which sport he was highly successful 
en this outing. Landing at Mazatlan 
he had the interesting experience oj 
witnessing active war preparations, in. 








cluding the digging in of the Mexican 
troops and the activities of war plane; 
distributing literature over that section 
of Mexico. 


—_— 


Charles H. Wood, for the past five 
years on the headquarters staff of th 
Service Life of Lincoln, Neb., died x 
his home in Lincoln last week. He wa; 
52 years of age. 

A. L. Saltzstein of Milwaukee, genera 
agent for the New England Mutual 
Life in Wisconsin and northern Mich. 
igan, has returned to his desk after 2 
vacation in the south, where he was 
recuperating from an operation. Dur. 
ing his absence the agency organiza 
tion put forth special effort for nev 
business to make a record month in 
honor of Mr. Saltzstein on his return. 


The Minnesota Mutual Life has is. 
sued a 12-page booklet in connection 
with the April drive in honor of Presi. 
dent T. A. Phillips. The booklet con- 
tains a sketch of Mr. Phillips’ career 
illustrated with photographs of the nev 
president from early childhood throug) 
school and college days and as a bus: 
ness man. 





Frederick H. Ecker, newly elect 
president of the Metropolitan Lit 
spending his annual winter vacation 
Augusta, Ga. 

Orville S. Boda, who had been a dis 
trict manager of the Metropolitan Lit 
for nearly 30 years, died at his home it 
Cleveland last week. 

W. D. Hudgins, who more than ? 
years ago opened the Memphis, Tenn 
offices of the Life & Casualty of Nas 
ville, was honored with a 20-year serv 
ice medal this week by company ofi- 
cials. J. E. Acuff, vice-president, pre- 
sided over a meeting of district mat 
agers of western Tennessee at whic! 
the medal was bestowed. 


John F. Goode, general agent of tle 
Ohio State Life, died at his home @ 
Kingsville, Tex., this week. - Death wa 
due to heart disease. 


A. P. Sandles of Columbus and 0+ 
tawa, O., president of the new America 
Citizens Life, has been appointed : 
member of the state civil service com 





and | 


; mission by Governor Cooper of Ohio. 


Thomas J. Mohan, field manager ¢ 
| the Eureka-Maryland, has just returned 
to Baltimore from a trip to the Cleve 
land, Toledo and Detroit territory @ 
the company. Mr. Mohan reports thal 
| business is in splendid condition, am 
everyone is looking forward to a goo 
record for 1929. 


Pearce Shepherd, assistant actuary ® 
the North American ‘Reassurance © 
| New York, was in Chicago this wee 
on his way home from a western tr} 


Isadore Samuels, general agent for th 
New England Mutual at Denver, 
been elected general chairman for th 
annual National Jewish Hospital Wet 
drive to be held in Denver, April 18 


Louis H. Baine, manager of the 
| department of Standart & Main, gene 
| agents at Denver for the National 1" 
| of Vermont, ranks first for personal pr 
' duction in the “Half Million Doll 
| Club,” out of 1,500 agents attached ® 


| 63 agencies in the United States 


. Accidet 
~ Mat 
ecidett 


The Superior Life, Health 
| of Philadelphia has been licensed 
land td write life, health and 
insurance. 
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LIFE AGENCY CHANGES 

















REORGANIZE ATLANTA AGENCY 


Paul H. Dobbins Resigns From National 
Life General Agency After 25 
Years of Service 


Paul H. Dobbins, a partner in the firm | 


of George M. Hope & Co., Atlanta, 
general agents for the National Life of 
Vermont, has resigned after 25 years of 
active service. 

The company was founded by the late 
Capt. George M. Hope, who died last 


February. In establishing the company 
in 1903, he took into partnership with 
him W. C. Dobbins, who died last Au- 
gust, and Paul H. Dobbins. Under their 


dir ection, the firm made steady progress, 

nd now it has reached the point where 
it writes approximately $6,000,000 annu- 
ally. 

Hugh C. Dobbins and George M. 
Hope, Jr., have acquired a majority 
interest in the business with the resigna- 
tion of Paul Dobbins, and will continue 
to represent the National Life under the 
name of Hope & Dobbins. 


W. C. Scott, C. C. Whipple 


Walter C. Scott, for 40 years asso- 
ciated with the Mutual Lite of New 
York, has announced his retirement as 


district manager at Winona, Minn. He 
s not severing his connections entirely, 
however, for he will still represent the 
company. C. C. Whipple, Niobrara, 


Neb. has been appointed to succeed 





U. L. Upson 


U. L. Upson has been appointed gen- 
eral agent of the Old Line Life of Mil- 
waukee for western Oregon, with head- 
quarters in Portland. Mr. Upson was 
the organizer and manager of the Tri- 


| number of years. 


State Poultry Men’s Association, from 
which he retired last year to enter life | 
nsurance work. 
Howard J. Parker 

Howard J. Parker, for 11 years con- 
nected with the cotton firm of Manget 
Brothers, has been appointed Georgia 
division manager of the Sun Life of 
Canada. He will have offices in the 
Citizens & Southern Bank building, 
Atlanta. 


Maryland Life Appointments 


The Maryland Life has recently made 
several new appointments. Horace Fes- 
senden will be general agent at Pitts- 
burgh. Haq was formerly with the 
Equitable Life of Iowa. 

John A. Douglas has been appointed 
general agent at Harrisburg. Mr. Doug- | 


las was connected with the Connecticut 
Mutual Life before joining the staff of 
the Maryland Life. 


Samuel B. Owens, Jr., has been made | 


listrict manager at Philadelphia. Prior 
to his ioining the Maryland Life he 
was with the 
agency, 


Ray Lynd, George Miscanon 


The Eureka-Maryland reports that 
te Ray Lynd agency in Chicago, 
‘hich formerly handled life insurance 
‘usiness as a side line in connection with 
ther lines, is now devoting its entire 
ime to che Eureka- Maryland, and will 


indoubtedly develop a splendid agency. 
George Miscanon has just been placed 


icharve of the new Eureka-Maryland 
‘gency opened at Mt. Carmel, Pa. Mr. 
“iscanon established a very enviable 
cord with one of the larger life insur- 
“ce companies in the east. 

J. C. Collins 
as C. Collins, territorial manager of 


¢ Mutual Savings Life, of Decatur, 


“a, has been appointed —“’ man- 
‘ett of che same company. Mr. Collins 
ry connected with the Birmingham 


. G. Nunnemaker general | 


| B. Henderson Co. in an executive capac- 





‘ee of the company. 





WISCONSIN TO BE ORGANIZED 


Provident Mutual Life Appoints Abner 
A. Heald as Its General Agent 
in Milwaukee 





The Provident Mutual Life, which 
entered Wisconsin some months ago, is 
now preparing to organize the state. 
Abner A. Heald, who has been con- 
nected with the Bankers Life of lowa in 
Madison, Wis., is appointed Provident 
Mutual general agent at Milwaukee. 

Assistant Superintendent of Agents 
Walter D. Cross from the home office 
is in Milwaukee installing the new gen- 
eral agent. 








| to 


Louis M. King 


Louis M. King, for the past 30 years 
a resident of New York City and Port- 
land, Me., where he represented the 
Mutual Life of New York, has returned 
Indiana, his native state, and asso- 
ciated himself with the Indianapolis 
agency of the Mutual Life of New York. 
He served three terms as president of 
the Maine Life Underwriters’ Associa- 
tion. He has specialized on corporation 
and partnership insurance. 


Hurst Brothers 


W. E. Talbot, agency director of the 
Southland Life, of Dallas, announces 
the appointment of Hurst Brothers, a 
firm composed of Edgard and Melvin 
Hurst, as general agents with head- 
quarters at Dallas. Hurst Brothers 
have been in business in Dallas for a 
They will specialize 
in business insurance and trust agree- 
ments. They are maintaining offices in 
the Republic National Bank building. 





T. J. Schaub and W. R. C. Rowan 


The Royal Union Life of Des Moines 
has appointed Theo. J. Schaub and W. 
R. C. Rowan as general agents in west- 
ern Pennsylvania with headquarters at 
Pittsburgh. Mr. Schaub formerly man- 
aged the Royal Union general agency at 
Pittsburgh. Mr. Rowan has been as- 
sociated with the Pitts burgh office of- the 


Canada Life as estate engineer. He is 
an authority on inheritance taxes, estate 
analysis, wills and life insurance trusts. 





Copeland-Keithley 


The Montana Life has appointed the 
Copeland-Keithley agency, Midland Sav- 
ings building, Denver, as general agent 
for Colorado. A. E. Keithley was form- 
erly manager for the Western Union 
Life and A. B. Copeland a former gen- 
eral agent of the Farmers Life of 
Denver. 


E. A. Tirrill, Mrs. Edna L. Crow 


E. A. Tirrill, general agent for the Na- 
tional Life of Vermont at Topeka, Kan. 
for many years, will retire May 1. He 
is to move to Kansas City, Mo., where 
he joins the investment firm of William 


ity. Mr. Tirrill has lived in Topeka for 
40 years and has been prominent in To- 
peka business and social life. Mrs. 
Edna L. Crow, associated with Mr. Tir- 
rill the last 10 years, will have charge 
of the Topeka office of the National 
Life after May 1. 


John C. Young 


The Atlantic Life announces the ap- 
appointment of John C. Young as gen- 
eral agent at Dallas, Texas, succeeding 
James F. Egan, who has resigned on 
account of ill health. Mr. Young had 
been associated with Mr. Egan in the 
agency since last August. His territory 
will include all of Texas except what is 
known as the Houston territory. 





Life Agency Notes 


Henry D. Rhodes of Augusta, Ga., has 








Biloxi 
ound! 





To loll at ease on the attractive lawn of the Edge- 
water Gulf Hotel, at Biloxi, gazing out upon the rolling 
waters of the Mississippi Sound and beyond, toward the 
historic Gulf of Mexico—that will be the welcome relax- 
ation afforded to members of the American Central Field 
Club during their well-earned vacation next January. 


Producers of an exceptional volume of good new 
insurance and renewers of a highly commendable por- 
tion of the previous year’s business, these men will have 
won for themselves ranking as the Company’s best—for 
membership in its exclusive Field Club is the highest 
honor which the American Central can bestow upon its 


fieldmen. 
CEZDORS 


Just one of the many reasons why American Central 
representatives are happy and successful. 
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Consider Two Things! 


The Company and the Territory 


Central Life, the company that is old enough to be 
thoroughly éstablished but young enough to offer 
exceptional opportunities, is a mutual company; it is 
33 years old; it has in excess of $181,000,000.00 of in- 
surance in force. 


For the right kind of men, producers between the 
ages of 29 and 40, married men with ambitions and 
the pep and aggression needed to make those ambi- 
tions realities, we have a few general agency terri- 
tories to offer. 


Territory should be judged from its income. Is the 
community dependent upon one or but few sources 
for its income? Or has it many sources from which 
the population receives finance? Communities having 
a multiple income source—farming, shipping, trade, 
manufacturing—are all year round production terri- 
tories. All year production to the agent means steady 
income. 


Territories in Illinois and Kansas 


Central Life 


Assurance Society 
(MUTUAL) 

T. C. DENNY, President 

DES MOINES IOWA 

The company that is OLD enough to be 

thoroughly established but YOUNG 
enough to offer exceptional 
opportunity 























AMERICAN LIFE 
INSURANCE CO. 








OFFICES 


DALLAS, Home Office Building 
CHICAGO, 128 N. Wells St. 


Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








BERT H. ZAHNER 
A. C. BIGGER Chicago Manager 
ent MERLIN OATES 
Actuary 


MORTON BIGGER 
Secretary 


Cc. W. SIMPSON 
Medical Director 














Aetna Life to succeed Anderson C. Sib- 
ley who died recently. 


R. H. Moore has been appointed sales 
supervisor of the New Orleans agency 
of the Union Central Life by Manager 
James W. Snither. 


The Peoria Life has announced the 
appointment of William R. Vote as dis- 
trict manager for Evansville, Ind., and 


vicinity. Ross M. Halgren is state man- 
ager. 

F. C. Griggs, Jr., of Birmingham and 
Hugh D. Reeves of Anniston, Ala., have 
formed a new insurance agency at Annis- 
ton to handle the New England Mutual, 
Later on the new company plans to write 
all lines of insurance. The firm will be 
known as Griggs-Reeves Co., with offices 
in the Liles building. 
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TAX BILL PASSES HOUSE 





Michigan Insurance Interests Prepared 
to Battle Income Assessment 
Measure in State Senate 





LANSING, MICH., April 11.—In- 
Surance forces of the state, in common 
with many other business interests, 
were given a rude shock during the past 
week when the lower house of the 
Michigan legislature passed a most 
objectionable income tax bill by a vote 
of 54 to 37. While there appears to be 
a good chance of heading off the meas- 
ure in the senate, some effective lobby- 
ing must be done. 

While the measure contains exemp- 
tions and deductions that would ease the 
burden or eliminate it entirely for many 
insurance companies and agents, others 
would feel the levy keenly, it is believed. 
The bill provides for a 2 percent tax 
upon the net income of every individual 
and corporation gainfully employed in 
the state. Some individual exemptions 
are allowed, but the only hope of exemp- 
tions for corporations, however, lies in 
the ownership of taxable property, as 
the bill permits deductions of all prop- 
erty tax payments of either state or local 
character. Securities dividends are also 
exempt from the levy. The privilege 
fees paid by foreign companies in this 
state on their premium receipts would 
also be deductible, these payments 
usually being large enough to exempt 
the carriers from any income levy. 


Plan Baltimore Congress 


Plans for the meeting of the Maryland 
and District of Columbia congress of 
life underwriters to be held on May 3, 
in Baltimore, are rapidly being whipped 
into shape and speakers selected for 
the -occasion. The speakers secured 
so far are: Alfred Hurrell, vice- 
president and general counsel of the 
Prudential of America, who will 
speak on “Industrial Insurance as a 
Career.” William Pidgeon, Jr., of 
Rochester, N. Y., will give a talk on 
“How Life Insurance Saved a Busi- 
ness.” 

Professor Busse and Professor Bor- 
den, both of the New York University, 
will also speak, on the psychology of 
salesmanship, and will give demonstra- 
tions illustrating their methods of sales- 
manship. 

The congress expects to have at least 
five speakers at the meeting, but definite 
arrangements have not been made for 
the balance as yet. 


Building Plans About Completed 


Plans for the erection of a new home 
office building for the Baltimore Life 
at Charles and Saratoga streets, Balti- 
more, are practically completed. 

The proposed building will have a 
frontage of 100 feet on Charles street 
and will be seven stories, with stores 
on the first floor. The cost probably 
will be ‘n excess of $500,000, according 
to Arthur R. German, vice-president. 








Work on Pennsylvania Days 


An entertainment program of the 
highest order is being arranged for the 
Pennsylvania Insurance Days, to be 
held in Allentown on May 21-23, by the 
entertainment committee headed by 
C. M. Stauffer and George C. Blumer. 
More than 500 are expected to attend 
the insurance federation’s gathering. 

Allentown agents are working to 


make the program a big success and 
at a meeting held last week plans were 





made for extending the activities of the 
36 members of committees present 
through the distribution of participa- 
tion credentials issued by the state fed- 
eration. 


Old Age Pension Bills Defeated 


Extended debate in the Massachusetts 
senate the past week resulted in the de- 
feat of an arduous campaign for non- 
contributory old age pensions. Adverse 
reports had been made on eight meas- 
ures of one kind and another by the 
insurance committee. The question was 
on the substitution of the bills for the 
report and the final vote was 12 to 18. 





Metropolitan Leads in Maine 


New ordinary life business in Maine 
last year amounted to $54,450, 696. There 
is now %375,710,478 insurance in force. 
The Metropolitan led in new business 
with $11,846,134. The Prudential was 
next with $6,146,381. The New York 
Life had $5,855,225. The Massachu- 
setts Mutval had $2,569,191; .Mutual 
Life, $2,179,894; Northwestern Mutual 
$2,127,350; Sun Life, $2,066,438; Trav- 
elers $3,086,650. The Union Mutual 
Life wrote $771,395 in its home state. 
There was $11,907,638 group business 
written, the Metropolitan leading with 
$3,392,788, the Travelers being next 
with $3,232,250 and the Canada Life 
next with $2,594,200. 

There was $24,303,475 industrial writ- 
ten, | ¢ Metropolitan lending with $12,- 
148,5 The Prudential had $9,197,267. 


Missouri State Grand Rapids Meeting 


Joseph P. Licklider, director of pub- 
licity and sales reasearch for the Mis- 
souri State Life, represented the 
home office at the Grand _ Rapids 
branch meeting April 6. Mr.  Lick- 
lider presented the agency force with 
a complete territorial analysis of 
the Grand Rapids branch territory, and 
the city of Grand Rapids. He later 
spoke on “The Area of Salesmanship.” 

William King, manager at Grand 
Rapids, reported a consistent gain in 
written production, representatives of 
this branch having turned in a total of 
$1,002,808 the first quarter of 1929, as 
against $562,350 for the corresponding 
quarter of 1928. 





Guaranty Life to Start 


Notice of intention to organize the 
Guaranty Life of New York has been 
published. Francis R. Stoddard, for- 
merly New York superintendent of in- 
surance, is attorney for the incorpo- 
rators. 





Mellor & Allen’s Organization 


Mellor & Allen, managers in Phila- 
delphia for the Home Life of New York, 
are making splendid progress. Sigour- 
ney Mellor and A. Rushton Allen have 
been figures in the life insurance busi- 
ness for a number of years, even though 
they are still comparatively young met. 
After a considerable period devoted 
purely to personal production, they re- 
embarked on agency work in the latter 
part of last year in the capacity of man- 
agers for the Home Life in Philadelphia. 

In March the Philadelphia agency 
made a new high record for settled busi- 
ness in a single month, having settled 
for $1,101,000. This business was secured 
on 35 different lives. 

In a relatively short time Mellor & 
Allen have gathered around them 4 
group of high-grade men. These men 
have uniformly been without previous 
life insurance experience. They have 
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been trained thoroughly in estate analy- 
sis and life insurance trust work. This 
training is under the direction and super- 
vision of Mr. Allen, who is a member 


agency. 
12 men is undergoing 
Mr. Allen’s direction. 


the bar and acts as counsel for the 
At the present time a class of 
training under 
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ILLINOIS TO GUARD RIGHTS 





Representative Johnson Introduces a 
Bill That Will Put Teeth in the 
Reciprocity Measure 





Insurance men are wondering whether 
a bill introduced in the Illinois house 
last week by Representative G. J. John- 
son of Paxton, chairman of the house 
insurance committee is aimed at the 
New York insurance department. It 


is a reciprocity measure providing that | 
if an Illinois company is required by | 


another state to make any deposit to 
assure payment of taxes, fines, penal- 
ties, etc., greater than Illinois imposes, 
companies from such a state licensed 
in Illinois shall be required to make the 
same deposits in Illinois. 


fused permission to do business in an- 
other state after the Illinois department 
has issued a certificate of solvency and 
after the company has complied with 
the laws of the other state then the 
Illinois department may cancel the 


authority of every company organized | 


under the laws of such a state operat- 
ing in Illinois. 


Representative Johnson in an inter- | 
view said that the New York depart- | 


ment had become autocratic and had 
refused to grant a company from an- 
other state permission to list its stock 
on the New York Exchange. After the 
company was reincorporated under the 
laws of New York such permission was 
granted. Representative 


marine companies to invest in indus- 
trial stocks providing the dividend his- 
tory is favorable. 





Logan Host to Agents 


W. H. Logan, Nebraska state man- 
ager of the Peoria Life, was host at 
headquarters in Lincoln last week to 50 
of his field men. He discussed the situa- 
tion in the state from the sales stand- 
point and talked over methods and 
problems. Awards were made to the 
five high men in a recent state contest 
in placing insurance, the winners being 
R. B. Bennett of Kearney, C. N. Styles 
of St. Edwards, Verne Armstrong of 
Big Springs, E. J. Yost of Milford and 
G. O. Perkins of Arnold. The agents 
and their wives were guests also at a 
banquet at which some of them pre- 
sented musical numbers. 





Nebraska Bills Killed 
LINCOLN, NEB., April 11.—All 


se bills in committee were killed by 


blanket motion in that body. This 
included a bill forbidding the merger 
of insurance companies without first 


securing the approval of a court speci- 
fying the procedure for such purposes, 
and making it the duty of the depart- 
ment to safeguard all interests of policy- 
holders, members and stockholders. 





Continental Branch in New Quarters 


_The Chicago branch office of the Con- 
nental companies of Chicago, of which 

S. Roberts is manager, opened in 
its new quarters at 164 W. Jackson 
boulevard on ‘Tuesday this week. The 
ranch occupies suite 858, which has 
been somewhat altered since the former 
occupant vacated it. The branch has 
grown rapidly and had long ago out- 
gTown its quarters in the Illinois Mer- 
chants Bank building and deferred 


moving only until suitable spacé could 
¢ obtained. Many friends of the com- 
and the branch were on hand 
or the opening. H. A. Behrens, presi- 
on of the Continental companies, and 
Glenn 


vanies 


F. Claypool, vice-president of 





llin It also pro- | 
vides that if an Illinois company is re- | 


Johnson is | 
back of another bill permitting fire and | 
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| the Metropolitan Life. 





Coninental Assurance, were present as 


representatives of the home office. 





Bowles on Congress Program 


William D. Bowles, general agent in 
Moines for the Phoenix Mutual 
Life of Hartford, was one of the speak- 
ers at the sales congress to be held in 
Omaha, April 11-1.. Mr. Bowles’ sub- 
ject was “Working with Policyholders.” 





Vermillion Agency’s Biggest Month 


The Gifford T. Vermillion agency 
for the Mutual Life of New York in 
Milwaukee experienced its biggest 
month in paid-for business in March, 
exceeding the record of any previous 
month by approximately $500,000. The 
Vermillion agency is now leading the 
Heifetz agency of Chicago by about 
$500,000 in a production contest between 


| the two agencies. 





Plane Pilots Get Group Cover 


Airplane pilots in the employ of the 
Nicholas-Beasley Airplane Company, 
plane manufacturers of Marshall, Mo., 
have been issued group insurance by 
No restrictive 
clauses are included in the contract, 
which involves a total of about $50,000. 
The ground staff is included with the 
pilots in the coverage. Claims will be 
paid irrespective of cause of death. 





Embry Agency’s Big Record 


The Kansas City agency of the Equit- 
able Life of New York wrote $6,051,- 
232 in 30 working days ending March 30. 
This is believed to be the largest vol- 
ume ever produced by any agency for 
the number of men. The business was 
written by 151 agents and represented 
771 cases, the average volume per agent 
being almost $40,000. All business 
counted in the contest was completed 
and forwarded to the home office during 
the period, while over $750,000 more 
business had been received and was on 
hand April 1, but was not strictly com- 
pleted in some details. 

The campaign was held in honor of 
A. M. Embry, general agent, and 
was conducted in his absence. T. How- 
ard Groves, superintendent of agents 
was in entire charge of the campaign. 
Fred A. Deichmann was the leading 
man in volume with a production of 
$730,000 on 15 cases. 





Distributes Silver Dollars 


The Peoria Life distributed 400 bright, 
new silver dollars among the 40 agents 
attending the state convention at Cedar 
Rapids, Ia., last week, presenting each 
agent with a dollar for every $1,000 
policy sold as in addition to the regular 
commission. The five highest men re- 
ceived from $30 to $70. They were: 
J. L. Drahos, Cedar Rapids; J. 3 
Somerville, Marshalltown; Gus Zimmer- 
lin, Webster City; H. P. Baird, Cedar 
Falls, and George L. Seal, Ft. Dodge. 
F. J. Bohl of the Peoria home office 
made the distribution. 


Chief Clerk Resigns 


Henry C. Asel of Jefferson City, chief 
clerk for the Missouri insurance depart- 
ment has tendered his resignation to 
Superintendent Thompson, effective May 
1. In his letter of resignation Mr. Ase] 
explained to Superintendent Thompson 
that he is going into business. 





The Unique Manual-Digest is the great 
fact-book of life insurance. It contains 
over 1,500 pages and gives all the es- 
sential facts regarding all American life 
companies. sound in flexible leather 
and can be carried in the pocket. Price 
$4. Order from The National Under- 
writer Company. 











Wilmer L. Moore, President 


General Agency Opening 


AUGUSTA, GEORGIA 
Counties in Georgia and South Carolina 





Home Office cooperation in securing 
and coaching agents. 


Sales Promotion service in producing 
business. 


Old line legal reserve. 
Writing ages 30 days to 65 years. 
Participating and Non-Participating. 
Non Medical Privilege. 
For details address 
E. S. ALBRITTON, Vice President 


THE 


SOUTHERN STATES 


LIFE INSURANCE COMPANY 


ATLANTA, GEORGIA 
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We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

S. The Best and Most Liberal Sub-Standard Facilities. 

4. Children’s Educational Policies age 1 day to 10 years. 

5. Up-to-date Health and Accident Policies. 

We welcome to our Ranks only serious-minded men of 
cter and integrity—men who are intent upon suc- 

cess—and to whom we offer exceptionally liberal and prof- 

ftable contracts. 


Very desirable territory open in 
OHIO — INDIANA — KENTUCKY — TENNESSEE 


Address S. M. CROSS, President 


| OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
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CHANGES TO STOCK COMPANY 


Liberty National Life Is Name of Re- 
organized Birmingham Fraternal— 
$30,000,000 in Force 


The Liberty Life of Birmingham, 
Ala., which has been a fraternal asso- 
ciation, will be changed to a stock com- 
pany and the name will be the Liberty 
National Life. It will have authorized 
capital of $306,125. The supreme coun- 
cil held a meeting and decided on the 
conversion of the company. There 
must be a minimum paid in capital of 
$200,000 and surplus of $100,000 before 
the change becomes effective. The 
Liberty Life has $30,000,000 insurance 
in force and uses the American 3% 
percent table. Its assets are $1,033,- 
369 and its surplus $118,332. The offi- 
cers of the Liberty Life will be the 
officers of the Liberty National Life. 
The president is Robert P. Davison, 
former deputy insurance commissioner 
of Alabama, who for some years was 
a lawyer at Montgomery. Frank P. 
Samford is secretary and_ treasurer. 
He also was formerly deputy insur- 
ance commissioner of Alabama. He 
was formerly in the home office of the 
Manhattan Life and later was state 
manager for a company in Alabama. 
Ralph W. Beeson, formerly assistant 
manager of the Liberty Life in Georgia, 
is assistant secretary. The company 
operates in a number of states. 


Carolina Life Buys Building 


The Carolina Life, of Columbia, S. C., 
has purchased the 12-story McGlawn- 
Bowen building in Atlanta, and will 


locate district headquarters there. 
While the exact figures involved were 

not given it is understood that the com- 

pany paid $100,000 for the building, 


which has a frontage of 37 feet on 
Luckie street and 100 feet on Fairlie 
street. 


Stock-With-Policy Bill Vetoed 
The 
crimination 


or anti-dis- 
bill passed by the Texas 
legislature was vetoed by Governor 
Moody. In his veto proclamation the 
governor said the primary purpose of the 
bill was to prohibit the sale of stock 
with policies, “but the law,” the gov- 
ernor said, “exempted companies chart- 
ered or licensed prior to March 1, 1929, 
which would enable the companies to 
give rebates and practice discrimination 
through agents or otherwise.” 


so-called anti-rebate 


Hoffman Expects to Win 


General Agent Churchell of the Aetna 
Life of Louisville has divided his agency 
force into two “camps” for April, one 
captained by H. T. G. Hoffman at Mt. 


Sterling and the other by Aetna-izer 
Ferguson of Louisville. 
In accepting his appointment Mr. 


Hoffman wrote that he had already de- 
clared himself and his side as winners. 
He led the state in paid-for business in 
January, February and March. He fur- 
ther offered to wager $10 that his side 
would win, $10 that he, personally, would 
‘vin the first prize (volume of business 
written individually); $10 that he will 
win the sz-ond prize (number of appli- 
cations, individually); $10 that he will 
write twice as much business as in 
March, $10 that he would win all these 
bets; $10 that the bet wouldn't be taken 
and $10 that if it was he would win. 


Metropolitan and Atlantic Lead 


The Metropolitan led all other com- 
panies in new ordinary paid for busi- 
ness last year in Virginia with a total 
of $13,020,176. The Atlantic Life of 
Richmond was second with $10,944,383. 
The Metropolitan had $83,905,707 in 


force at the close of the year in the 
state. 


The Atlantic had $66,833,140. 





|SOUTHLAND’S APPEAL DENIED 
| 


| 
| United States Supreme Court Rules 
Against Company in Case Involv- 


ing Liability Policy 


WASHINGTON, D. C., April 11.—- 
The United States Supreme Court de- 
nied the appeal of the Southland Lite 
from a decision of the circuit court oi 
appeals for the fifth circuit in its suit 
against the United States Fidelity & 
Guaranty for recovery of $10,000 under 
a-policv covering loss arising or resuit 
from claims made upon the assured for 
damages on account of bodily injuries, 
including death, by persons not em- 
ployed by the assured while within or 
upon the assured’s premises. 

During the course of alterations 
within the building a window weight 
dropped from the fifth floor, killing a 
passerby. Following negotiations with 
the family of the deceased the life com- 
pany settled the claim for $40,000, and 
sought recovery of $10,000 from the 
surety company under its policy. The 
surety contended that the alterations 
under way were not such repairs and 
ordinary alterations as are necessary to 
the care of its premises, but were al- 
terations of a structural character, for 
which no written permit was asked, for 
which the surety company did not grant 
a written permit, and for which the as- 
sured did not offer to pay an additional 
premium, required in the policy. 
That contention was upheld by the 
lower court. 





as 


Report on Special Drive 


Agents of the Mutual Life of New 
York in Richmond wrote 265 applica- 
tions for a total of $609,000. In a 
special drive for new business from Feb 
4 to April 1. Four of them, who 
turned in more than 50 “apps” each, 
won trips to New York. They were 
George G. Taylor, R. E. Harrison, 
Graham H. Bruce and Robert B. Aug- 
ustine. 





Southland ‘Life Convention 


The annual agency convention of the 
Southland Life of Dallas will be held 
at Kerrville, Texas, on April 17, it is 
announced. This convention was sched- 
uled for some months ago but was post- 
poned by officials of the company be- 
cause of the influenza epidemic. 


Celebrate “Big Production 


The Fidelity Union Life of Dallas 
celebrated writing $6,000,000 of business 
since September with a banquet. Ad- 
dresses were made by Nathan Adams, 
William Z. Hayes, President Carr P 
Collins, Earl P. Smyth, vice-president, 
and Dr. Charles L. Carlisle, medica! di- 
rector. Vice-President E. F. White was 
toastmaster. Policyholders and agents 
from throughout Texas attended. 





Pan-American School at Memphis 

Sixty representatives and six agencies 
of the Pan-American Life attended 4 
school of instruction at Memphis this 
week, at which Tennessee, Arkansas 
and Mississippi were represented. C. D 
Corey, vice-president and superintend 
ent in charge of agencies, was the prim 
cipal speaker. The meeting is one of 4 
series. 


Clabaugh on Southern Trip 


Charles C. Clabaugh, general super 
visor of agencies of the Maryland Lite 


is on a three weeks’ visit to the com 
pany’s southern territory. 


B. M. A. Officials on Tour 


W. T. Grant, president of the Bust 
ness Men’s Assurance; A. W. Hogue 
vice-president; Bert Hedges, director 
field service, and Miss Jessamin: Wil- 
liams of the educational departme™ 
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have left for Fort Worth, where they 
will hold a regional meeting this week. 
They will go from there to Oklahoma 
cae for the Oklahoma regional meeting 
next week. 


Proof of Suicide 


Deceased, a farmer, left his home 
about 8 o’clock in the morning. Before 
o’clock he was found in an uncon- 
scious and dying condition, sitting at 
he wheel of his automobile, having two 
bullet wounds in the ri~ht side of his 
ead. A pistol was in deceased’s lap 
u a the steering wheel, his right hand 
on or near it. The two bullets found 
deceased’s head were of the caliber 
fitting the pistol. There were no pow- 











LIFE 


der burns. There was no evidence as 
to ownership of the pistol. The evidence 
as to how the death of the insured was 
caused was wholly circumstantial. Held 
that where evidence as to a fact matter 
is of such character that reasonable 
persons, in an impartial and fair exer- 
cise of their judgment, may honestly 
reach different conclusion, the question 
is for the jury. The court is not of 
opinion that the evidence as a whole so 
conclusively showed that the death of 
insured was caused by himself as to re- 
quire the court to take from the jury 
the determination of the question 
whether it was or was not so caused. 
Mutual Life vs. Savage, U. S. C. C. A. 
Miss. 


| 
| 5th Cir. 
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STOCKS’ DECLINE BENEFICIAL 


Hugh D. Hart at Los Angeles Says 
Flurry Proves Public Is Con- 
servative at Heart 


Hugh D. Hart, vice-president in 
cl arge of agencies of the Penn Mutual 
Li ¢, arrived in Los Angeles last week 
on his annual inspection trip to the Pa- 
cific Coast agencies. He was the prin- 
cipal speaker at the luncheon meeting 
Monday, of the Los Angeles Life Man- | 
agers Club, of which Milton P. Haw- 
kins, general agent of the Connecticut 
General Life, is president. 

While in Los Angeles Mr. Hart de- 
clared that the recent stock-market de- 
pression disclosed that the American 
publ ic in character is non-speculative, 

and stated that the business outlook for 
the present year is even more optimistic 
in face of the recent decline in stocks 
than if the situation which caused a 
flurry of unloading of stocks had not 
occurred. “Our people are _ solidly 
grounding their financial affairs on a 
bedrock foundation of prudence and 
sound conservatism,” he said. “For a 
while,” he continued, “there was a sud- 
den rush by the public at large to buy 
but the fact that they have sud- 
det begun to turn their purchases 


1 
stoc KS, 


Ja quarter century. Subsequently _ he 
acquired large holdings in what is known 
| as the old John Bidwell grant. 
Mr. Haile, who was a lifelong friend 
|} of the late Senator Marshall Diggs, 
| former president of California State Life, 
} Was a director of the company from its 
inception in 1912, 
Vetoes Burial Insurance Bill 
Senate 
lature, 


bill 656 in the California legis 
placing burial insurance contracts 
under the jurisdiction of the insurance 
department, was vetoed by Governor 
Young because the bill was too loosely 
drawn, The governor stated he would 
| approve a similar bill if amended. 

The old age pension bill passed by the 
senate last week was passed by the 
assembly with but on dissenting vote. 





Sun Life Meeting 
Agents of the Sun Life branch 
Seattle held a party last week with 
more than 100 persons present. 





Davis Addresses Denver Body 


Frank H. Davis, general agent Penn 
Mutual Life, addressed the cnamber oi 
commerce of Denver last week on: 


“Two-Fisted Salesmanship Will Win in 
1929,” 








shows that the conservatism which has 
always narked the general public again 
is asserting itself. The public never 
was and never will be speculative gen- 
erally.” 

American prosperity further was ex- 
emplified in a recent compilation of life 
insurance figures which show that last 
vear $16,000,000,000 in life insurance 
was taken out by the American people, 
ne said. 

“A nation that carries almost $100,- 
000,000,000 of life insurance can afford 
to branch out into other avenues of in- 
vestment, where a people not so safe- 
guarded cannot, but the conservatism 
of n ost investors is the groundwork 
that has solidified America’s financial 
-ondition,” Mr, Hart declared. 


Conducts Educational Program 


| 
Herman J. Garretson, home office I 

representative of the educational de- 
partment and west coast supervisor for 
the John Hancock Mutual Life, has | 
been engaged during the past two weeks 
educational program 

with and for the Harold G. Saul | 
agency in Los Angeles. In connec- 
tion with this he has also been holding | 
classes in the Long Beach branch of- | 
hee the Los Angeles agency. Mr. | 
reports that his agency is experi- | 

icine a substantial growth in the pro- | 

duction of business and expects to is 


m conducting an 


ster a splendid gain in 1929 over last 


Veteran Director Dead 


Henry Haile, dean of the board of di- | 
rectors of the California State Life, died | 
‘this home in Chico. In partnership with | 
9. 1. Waltz of Stockton, Cal., he a 


gaged in grain farming and _ general | 
‘anching on a large scale in the Wheat 
and district of Sutter county for overt 


| rection of the 
| search 


Would Combine California Departments 


The senate bill introduced by Edwin 
A. Mueller creating a department of in- 
vestment has been passed by the Cali- 
fornia senate. This would bring to 
gether the existing departments of 
banking, insurance, real estate, corpora- 
tions and building and loan. While each 
of these departments would continue to 
function as separate units, with indi- 
vidual heads to administer them, they 
would have to report to the head of 
the newly created department of invest- 
ment. 

It is understood that insurance in- 
terests and the department are not in 
favor of this legislation. 


Talk of Popular Vote 


Although senate bill 837 in California 
was almost unanimously defeated there 
is talk of putting the measure on the 
ballots under the initiative and refer- 
endum law. Senate bill 837 provided for 
grace in payment of life insurance pre- 
miums far beyond the period now allowed. 
Under the bill policies less than five 
years old would be given 60 days’ grace, 
between five and ten years old 90 days, 
between 10 and 15 years 120 days, and 
polici ies more than 15 years old w ould be 
given six months in which to pay pre- 
miums. 








. 
Managers’ School at San Francisco 


The iife managers’ school opened in 
San Francisco this week under the di- 
Life Insurance Sales Re- 
Bureau with more than 30 in 
attendance, including managers from 
Oakland, Stockton and Sacramento. 

Clarence W. Peterson, president of 
the San Francisco association, under 
whose auspices the school is being held, 
will take an active part in the work. 
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“EXCELLENT” 


Best’s Reports for 1928 make the 
following comment with reference 
to The Midland Mutual Life Insur- 


ance Company: 


“It was organized without pro- 
motion or stock-selling expense, 
which is commendable. It has re- 
sponsible backing, is under efficient 
management and has had a rapid 
and persistent growth. The ratio of 
net resources to liabilities is more 
than sufficient. The 
management and the cost of new 


expense of 


business is very moderate. The mor- 
tality rate Its 
investments consist mainly of mort- 
gage loans, are of excellent quality, 


is very favorable. 


and yield a most excellent return. 
The actuarial methods are sound. 
Death claims are promptly paid. 
The company has returned all extra 
war premiums received and has paid 
all war claims in full. Its policy 
contracts are fair and equitable. Net 


cost is low. Our general rating of 


%9 


this company is ‘excellent.’ 


THE MIDLAND 
MUTUAL LIFE 
INSURANCE CO. 


Columbus, Ohio 


‘Its Performances Exceed Its Promises’’ 


Insurance in force 


$101,000,000 


Assets 
$17,000,000 
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H. G. Kenagy and L. B. Hendershot 
of the bureau, will conduct the sessions. 


Joint Campaign Arranged 


Robert E. Watson and W. H. Wraith, 
San Francisco special representatives of 
California State Life, put on a joint 
underwriting campaign in March, at the 
close of which they had submitted 72 
applications for $134,834. This was 
equivalent to 36 applications and $67,- 
417 for each man. 


California State Record 


For the third consecutive month of 
1929 California State Life has set a new 
monthly record in volume of produc- 
tion of new business. For the first time 





in its history of more than 17 years 
the monthly production exceeded $2,- 
000,000. Written business for 1929 now 
stands as follows: January, $1,892,740; 
February, $1,928,376; March, $2,006,861. 

March also set a new record in num- 
ber of policies applied for, 854. The 
best previous record was 750 applica- 
tions in November, 1928. 


Will Enter Other States 


President J. M. Campbell of the Colo- 
rado Life of Denver, with home office 
in the Patterson building, announces 
that it is now making application to 
enter other states and expects to ex- 
tend its operations considerably this 
year. It has $100,000 capital, $634,553 
assets and $57,216 net surplus. 
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POLICY CHANGES BY B. M. A. 





Kansas City Company Announces Nu- 
merous Shifts in Classifications 
and Indemnities 





The Business Men’s Assurance has 
reduced the maximum monthly indem- 
nity for Classes A and B to $250 on all 
applicants above age 55. The maximum 
is increased in Class C to $300 and in 
Class D to $200 instead of being lim- 
ited to $200 and $150. Practically all 
risks heretofore classified as X, or un- 
insurable, will now be eligible under 
Class 

A limited number of risks heretofore 
classified under A are now reclassified 
under B, and a few of those heretofore 
coming under B are now placed under 
C. The most important change in this 
respect is the placing of physicians, sur- 
geons and dentists under Class 

Accident and health contracts will 
now provide occupational coverage for 
one year. Beyond that time the monthly 
indemnity will continue to be paid as 
long as the insured lives and remains 
totally disabled from engaging in any 
occupation for wages or profit. 

All policies will now provide for a 
reduction in benefits when the insured 
reaches age 61, unless he applies for and 
receives permission to continue the 
original benefits by the payment of an 
increased premium. The percentage of 
decrease will be 35 percent under all 
policies originally issued up to age 45; 
30 percent on policies issued from 46 
to 55 inclusive, and 20 percent on pol- 
icies issued from 56 to 60 inclusive. 





BANKERS OPENS IN CHICAGO 





Herbert A. De Coster, Well Known Ac- 
cident and Health Man, Is Resi- 
dent Manager 


Herbert A. De Coster, Chicago resi- 
dent manager of the Bankers Casualty 
of Springfield, IM., has opened offices at 
1109 Insurance Exchange. He has rep- 
resented the company in Chicago for 
several months and has been producing 
a good volume of business. He also 
has been building and will continue to 
build a field staff for the company, which 
writes accident and health only and is 
about three years old. It is now writing 
a noncancellable form, and is soon to 
bring on the market another noncan- 
cellable form for preferred risks. The 
company operates only in Illinois. Its 
president is Harry C. Lindsey, who also 
is general manager of L. G. Colman & 
Co., investment house of Springfield. 
James R. Graham is secretary and gen- 
eral manager and Dr. G. D. Lockie is 
medical director. 

Mr. De Coster is well known in the 
accident and health field. He served in 
the United States head offices of the 
Zurich in Chicago for three years and 
was a field man for the Employers In- 
demnity out of the Kansas City office 
about four years. 





NON-CAN WRITINGS INCREASE 


Loss Ratio Slightly Below That for 
1927—Little Written by Multiple 
Line Companies 


Noncancellable accident and health 
insurance showed premiums of $18,357,- 
637 in 1928 as against $16,024,335 in 
1927, with a loss ratio of 51.9 percent 
as against 52.6 percent the previous 
year. The multiple line companies, 
which wrote only $1,668,242, had a loss 
ratio of 58.2 percent, while the com- 
panies writing accident and health only, 
with a volume of $16,687,395, held their 
loss ratio down to 51 percent. Figures 
by companies follow: 


Premiums Losses 
Aetna Cas. .....e2--- $ 12,198 8,565 
Aetna Life ......... - 162,751 128,408 
Bus. Men's Assur. ... 21,358 6,39 
Columbian Natl. ..... 33,840 16,000 
Connecticut General . 658,247 144,958 
Continental Casualty. 947,194 4,565 
Continental Assur. .. 124,427 7,594 
Hmployers Liab. ..... 89 60 
Employers Reins. .... 56,451 10,907 
Equitable Life, N. Y.. 1,254,011 773,667 
European Gen. Reins.. 13,773 121,559 
First Reinsurance ... 102,394 46,008 
General Reinsurance . 207,030 207,998 
Great Northern Life.. 9,846 +200 
Great Western ..... e 10,501 6,159 
Life & Casualty ..... 945,892 327,754 
Loyal Protective 53,813 22,00 
Mass. Accident ...... 420,556 142,858 
Mass. Casualty ...... 8,466 537 
Mass. Protective 7,645,094 4,557,654 
Metropolitan Life 97,082 7,435 
Monarch Accident ... 1,664,476 791,356 
Pacific Mut. Life .... 3,254,897 1,472,426 
Ridgely Protective 156,549 30,881 
Sentinel Life ........ 101,089 12,401 
Southern Surety ..... 28,630 308 
Standard Accident ... 2,255 5,048 
ZEAVOIOTS .acccescces 123,384 106,937 
Travelers Indem. ° 2,520 3,043 
United Cas., Mass.... 15,152 10,601 
United Craftsman ... 132,922 52,109 
We We Os OB Hs cvcens ° 8,759 5,447 
CUT IN HEALTH COMMISSION 


Continental Casualty Takes Drastic 
Step to Reduce Losses Sustained 
on That Class 





The Continential Casualty has taken 
the most drastic step of any company 
so far in an effort to cut down the losses 
on health insurance, by announcing a 
reduction of 5 per cent in the commis- 
sions payable to general agents on the 
health portion of accident and health 
policies, both new and renewal. On 
policies which do not provide for a 
definite division of accident and health 
premiums, a fair reduction on the entire 
premium will be made. 

It is announced that the company also 
has decided to reduce in every reason- 
able way’ the home office expenses inci- 
dent to the operation of commercial 
business. It is pointed out, however, 
that the situation can not be met en- 
tirely in this way, as “even if home office 
expense is reduced below prevailing 
standards of the most conservative 
companies, a large underwriting loss 
would continue.” 


New Jersey Accident Incorporated 
The New Jersey Accident has been 





incorporated with capital of $100,000 





and surplus of like amount. Its home 
office will be at 1 Montgomery street, 
Jersey City. It will write personal acci- 
dent, issuing one form of policy and 
going after preferred risks between ages 
21 and 75. J. DeLyon Howth is the 
active man in the organization. Mr. 
Howth will be treasurer. 
Will Discuss Merit Rating 

The livest topic in casualty circles at 
the present time is merit rating for auto- 
mobile insurance. 

Without anticipating the present furor 
created by merit rating plans for auto- 
mobile insurance, the program com- 
mittee of the Health & Accident Under- 
writers Conference some two months 
ago decided to have discussed at the 
June meeting the question: “Can merit 
rating (reduced premiums for policy- 
holders without claims) be applied to 
accident and health policies?” 

Merit rating for accident and health 
insurance may be worked out by several 


different plans. Some have already 
been tried by certain companies. 
E. C. Budlong will introduce the 


topic. 


Dixie Gets New Home Office 


The Dixie Life & Accident of Nash- 
ville has acquired a new home office 
through the purchase of the home of the 
late George R. Gillespie on the Gallatin 
road at a cost of $60,000. There are 16 
acres in the tract. Another office will be 
maintained in the city. 

The Dixie Life & Accident has en- 
joyed rapid growth since it was char- 
tered in December, 1926. It was first 
capitalized at $50,000 with $25,000 sur- 
plus. At the close of 1927 the company 
announced a paid-in capital of $100,000 
and a few months ago announced a 
$250,000 authorized capital. The annual 
premium income was recently an- 
nounced as $150,000. Branch offices have 
been opened in all the large cities of 
Tennessee. Oury Harris is president. 


Exempted from Restrictions 


ALBANY, N. Y., April 11.—Governor 
Roosevelt has signed a bill providing 
that restrictions on accident and health 
policies cannot be applied to policies 
issued to any college, school or other 
institutions of learning to the head or 
principal, or to group or health ‘insur- 
ance on college students. Another bill 
signed by Governor Roosevelt provides 
insurance against loss for sickness or 
injury of a student or other person un- 
der a policy issued to a parent or guar- 
dian or a college or other institution of 
learning. 


New Policy for Women 

The Time of Milwaukee has announced 
a new women’s disahilitv noliev furnish- 
ing complete coverage against illness or 
injury. The noliev gives practically the 
same coverage granted to male risks. 
Its accident provisions are the same as 
those of the life income security policy, 
which provides indemnity as long as 
disabled. 


The sickness indemnity clause pro- 
vides full indemnity for one vear on 
house confining illness and full indem- 


nity for one month on non-confining ill- 
ness. The first seven days of disability 
caused by sickness are not covered, in 
order to afford the necessary measure of 
safety in writing this full coverage on 
women. 

The policy also provides additional in- 
demnity while confined in a hospital by 
either sickness or injury. 


Sterling Now Writing Business 
The Sterling Life, Health & Accident 
of Los Angeles, which was licensed 
March 19, had its formal opening April 
10 in its offices in the Financial Center 


building, where it had already begun 
writing business. The officers are: 
Bertram FE. Green, president and gen- 


eral manager; Liles H. Lightfoot, vice- 
rresident and director of agencies; M. H. 
Topping, vice-president and medical di- 
rector: Ben T. Campbell, secretary and 
treasurer. It is understood that for the 
present the company will confine its ac- 
tivities to the writing of accident and 
health, but expects to enter the life 
field later in the year. 

After an aggressive campaign in Cali- 
fornia the company will expand through- 
out the Pacific Coast. Branch offices are 
being established in addition to the 
home office plant at San Diego, Bakers- 





field, Stockton, Fresno, Sacramento, Oak- 
land and San Francisco. The Sterling 
includes in its accident and health cov- 
erages a non-cancellable contract. 


To Study Compulsory Insurance 


SAN FRANCISCO, April 11.—Compul- 
sory health and accident insurance is to 
be the subject of study by the insurance 
section of the Commonwealth Club of 
San Francisco. It is planned to study 
this form of insurance the next two 
years, with a view to making recom- 
mendations to the legislature of 1931. 
Prominent health and accident and life 
insurance men are planning to sit with 
the committee in its deliberations. 


National L. & A. Promotions 


A. D. Flora of Springfield, O., has been 
promoted by the National Life & Acci- 
dent to a superintendency in the Balti- 
more district. L. L. Crawford of San 
Antonio No. 1 has been given a superin- 
tendency in San Antonio No. 2. C. R. 
Conover of Evansville, Ind., W. R. Hil- 
ton of Johnson City and L. L. Lee of 
Jackson, Miss., have been promoted to 
superintendencies in their respective 
districts. 


Standard’s New Accident Policy 


The Standard Accident announce anew 
all-coverage accident policy. 

The new policy has been given the 
name “auto-age policy,” a title selected 
from more than 1,000 names submitted 
in a contest by Standard agents 
throughout the country. C. B. Allen of 
New Rochelle, N. Y., submitted the win- 
ning name. 

The “auto-age” policy is an outgrowth 
of the old special duto accident policy 
issued by the company, redesigned to 
include broader coverage. It protects 
against every kind of an accideent re- 
gardless of how, when or where it hap- 
pens—at home, at work or at play—and 
it pays double benefits for accidents in- 
volving either an automobile or any 
type of public conveyance. 

The double auto and highway benefits 
are paid if the injury is sustained while 
driving, riding in, demonstrating or 
cranking any automobile except com- 
mercial vehicles of any type; in conse- 
quence of the explosion or burning of 
any automobile; or being struck, run 
down, or run over by any automobile 
while walking on or across any public 
highway. 

Nurses’ fees and certain aviation bene- 
fits are also provided for. 


Accident Notes 


A. W. Hextrum has been named super- 
intendent for the accident and health de- 
partment of the Old Line Life of Mil- 
waukee at San Francisco. 

R. BE. Davenport has been appointed 
field superintendent of the Washington 
Fidelity National in the Los Angeles dis- 
trict. O. L. White has been appointed 
field superintendent in Louisville No. 1. 

Bugene Burge has been appointed 
cial representative of the Inter-Ocean 
Casualty in Toledo. My. Burge was for- 
merly with the Missouri State Life. He 
will now give his entire time to disability 
insurance, 


spe- 





NEWS OF FRATERNALS 


CHARGE WASTE OF FUNDS 
Suit Filed Against Executives of Fra- 
ternal Aid Union—Say Merger 
Is Imminent 








TOPEKA, KAN., April 11,—A suit 
charging that the officers of the Fra 
ternal Aid Union of Lawrence, Kat. 
had wasted the funds of the society an¢ 
asking for a temporary receiver and 10 
junction has been filed in the Unite¢ 
States district court at Topeka. The 
suit was brought in the name of Harry 
W. Haynes, a member of the society ™ 
Kansas City, Mo., against the exec 
tive committee of the board of directors 

The petition in the suit sets out that 
the executive committee has directed tht 
spending of $444,000 in the last year 10 
which the society did not get “value 
received” and it is set out that th 
officers wasted the funds of the socitty 

A considerable part of the petition * 
devoted to the connections of George - 
Allen, president of the union, with 
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Security Benefit Association of Topeka, 
one of the large competiting fraternal 
aid organizations. The petition charges 
that the Security Benefit paid Mr. Allen 
over $11,000 last year as the general 
attorney, while the Fraternal Aid Union 
paid him at the rate of $9,000 a year as 
president. The petition charges that a 
merger of the two societies is imminent 
and that this would result disastrously 
to the members of the Fraternal Aid 
and they would lose their identity and 
some of the protection which they now 
hold, and that the merger would be of 
much greater benefit to the Security 
Benefit than to the Fraternal Aid Union. 

The petition further sets out that the 
officers of the union have “planted” 
members in the local societies so that 
the votes of the delegates would be con- 
trolled and thus the officers of the so- 
ciety would perpetuate themselves in 
office. 

No attempt was made to secure either 


nite postponement of the Johnson bill 
which would have placed upon the offi- 
cers of fraternal associations the same 
prohibitions placed by law upon officials 
of old line life companies and would 
also have limited investments by fra- 
ternals as are old line company invest- 
ments bound about. It was urged that 
the facts brought out in the suit to 
get back for the Woodmen of the World 
members the large sums their officers 
had invested in the stock of the Globe 
Life argued for the same degree of 
paternalistic care by the state for fra- 
ternals’ investments as for other com- 
panies. 


Must Show By-Laws 


FRANKFORT, KY., April 11.—Under 
the law of Kentucky all insurance cer- 
tificates of fraternal orders containing 
references to by-laws of the corporation 
must have the by-laws attached or 
printed thereon, except fraternal orders 
operating on the lodge system exclu- 
sively. The Kansas law does not have 





the temporary injunction or have a re- 
ceiver appointed to take charge of the 
business of the union when the case | 
was filed. Motions on these questions | 
are to be filed later. 


Form Oregon Fraternal Congress 


Organization of the Oregon Fraternal 


Congress has been completed. Officers | 
include H. S. Hudson, United Artisans, | 
president; J. E. Ezell, Brotherhood of | 


vice-president; L. M. | 
Benefit, second vice 
president; J. W. Sherwood, Maccabees, 
treasurer, and J. O. Wilson, Woodmen 
of the World, secretary. 


American Yeomen, 
Thomas, Security -| 


} 











that requirement. The Security Benefit 
Association of Kansas issued a certifi- 
cate in Kentucky insuring the life of 
Emma Reising in the sum of $500. She 
died and the defense of the society on 
the death claim was suicide. A by-law 
of the company provides that insurance 
cannot be collected if a member ends 
her life by suicide whether sane or in- 
sane. The court of appeals of Ken- 
tucky holds that the laws of that state 
govern and as the by-laws were not 
attached to the certificate the death 
benefit must be paid. 


Pennsylvania Merger Bill Signed 


Governor Fisher of Pennsylvania Ras 




















Progress 


1922 
New Business Paid For. .$ 35,422,225 
Business in Force...... 206,310,800 
REED xcnctuceccacesss . eae 
Dividends to Policyhold- 
ers for Ensuing Calen- 


| ge 1,023,000 


69th Annual Statement. A copy will 


Agency of 


ge 





A Striking Record of 


1928 

$ 75,781,421 
416,973,300 
69,907,684 


2,950,000 


An interesting review of the splendid progress 
recorded by The Guardian in 1928 is given in our 


gladly be sent 


on request to the Home Office, or to the nearest 
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| NEWS ABOUT LIFE POLICIES 
| 
od + Premium Rates, Dividends, Surrender Values, and all Changes in 
olicy Literature, Rate Books, etc. Supplementing the “Unique Manual- . 
Digest’’ and ‘‘Little Gem,”’ Published Annually in May and April respectively. G Ol ng t Oo C hang e ? M a ke 
PRICE, $4.00 and $2.00 respectively. 
It Your Last Change 

I Dividend Year 

SSUES TENTATIVE SCHEDULE ao Prem. > 19 ¢ i 20 
Midland Mutual Life Announces Divi-| {$------ 19885 1492 $403 1005 1488 Se ee ee Oe nee at, Sen ae 

dends on Special $5,000 Policy— apap 169.65 68.59 95.11 134.07 176.46 , wa G a New “pig ye ary aN 

“ ee 177.25 67.51 97.00 138.82 181.16 stem uarantees Lowest iS- 
No Mortuary Dividends — (opher 185.35 66.75 99.74 143.77 185.70 a et Cost and Satis 
Mccicies 193.95 66.48 103.20 148.84 190.03 action to Policyholders and Maximum Compensa- 

Bes ccese 203.15 66.92 107.56 154.09 194.04 ; ' H : : 

The Midland Mutual Life has issued | 53:::':! 213.00 68.04 112.50 159.34 197.83 tion and Satisfaction to Fieldmen. This Company 
a tentative dividend scale on the $5,000 | >4------ pees Sees tines teres ereae does not Lose Policyholders Financially Able to 
special policy it issued last on the 56...) 246.75 76.39 130.38 174.89 205.92 Keep their Insurance in Force nor does it Lose Pro- 
policy is the only one on which the | 57...... 259.60 1.32 136.94 179.91 7.3 ducing Agents. 
company does not pay mortuary divi- | 2° ib ped re yt ety aeons gs 
dends. The new scale follows:  alapaags 304.05 102.00 159.22 193.27 208.43 . 

Basie of 95,000 61....2. 821.15 110.69 167.25 196.78 207.93 There are no Middlemen—General Agents, 
— at a a 62.2.0 $39.50 120.23 175.50 199.82 207.40 | F Branch Managers, etc. Great Savings, thus Effected, 
—— viden aeTe—___—_—_—_—_" IPe eee ee DOI.Ke ) oU.4e o. eVe. >. . . 
Age Prem. ae ae” a ee ee 380.50 141.84 192.13 204.05 205.90 go to Policyholders and Fieldmen. 
& z $ "Sanh 403.55 154.61 200.78 205.57 205.90 

Ditadad 62.90 75.95 87.83 102.25 112. poypenenanged , : H 
Benees bits feie s8e0 10a71 1istt| RAISES NONMEDICAL LIMIT _ The Columbus Mutual’s Agency Appointing 
7 65.45 76.36 89.42 105.13 117-35 | Privilege Opens the Door to the Most Profitable 

"Eats 66.85 76.6: 21 66 119.29 | _—_—— E . . 

. @ ; p . ndeavor in Life Insur 5 

reece ooee Sess Shas LiG;8 ise | Business Men’s Assurance Removes Re- . =e 
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3.09 .f 94. 3.8 24. ° : . 
4.80 78.10 95.10 115.27 125. —Substitutes New Policy 
6.55 78.60 96.41 116.57 125.6: | 
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0.55 79.40 99.17 118.02 125.81 | siness Men’s Ass has 
O80 7898 100:39 118.36 12687 |. ne Busine s Men . Assurance has COLUMBUS MUTUAL LIFE 
485 8052 10129 11859 12533 | announced a number of important 
f 81.15 101.98 118.44 125.27| policy changes and changes in rules ef- 
84.69 102.33 117.97 125.2: | fective May 1. 
83:10 102,01 116-38 12:8 The nonmedical limit is raised to $3,- 
83.35 101.42 115.26 126.52 | 000 on all such ages and classifications 
83.28 100.38 114.26 127.52) as have heretofore been eligible under Cc. W. Brandon, Columbus, 
tt oT a8 ae or ety | $2,500 policies. It is believed that this President Ohio 
82.16 96.74 112.66 131.65| will result in the placing of a large 
othe sas tt gt ety | nunrber of $3,000 contracts where $2,500 
78°99 92.51 113.40 139.73 | Policies have been placed instead, as 
77.78 91.98 114.25 143.40 | there is a strong inclination on the part , 
76.47 91-55 115.43 147.58 | of the applicant to take the maximum ‘*BEST in the BEST Chart’’ 
7365 91.67 12015 15681 | amount obtainable without examination. 
72.46 92.30 122.52 161.62, The restrictions heretofore in existence, 
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PROGRESS SERIES 
Number Eight 


SALES COURSE 


a splendid aid to rapid development. The necessary 
information regarding the policies, special benefits, the 
best ways of making contacts and the many other strong 








features of 


THE COLUMBIAN NATIONAL LIFE 
INSURANCE COMPANY 


is clearly set out in language easily understood. 

This course is conducted from the Home Office by cor- 
respondence without charge. 

A live company with an excellent line of policies and 


low guaranteed rates backed by a large capital and 


surplus. 


THE COLUMBIAN 


INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


CORRESPONDENCE WELCOMED 
BY AGENCY DEPARTMENT 














For Every 


Typewriter Need MR. AGENT 


Doyoucare forQUALITY? 
Age, Sound Experience, 
Low Cost, a Splendid Rec- 
ord for over 71 years? 


© matter what 

your typewriter 
needs may be there 
an Underwood 
that will thoroughly 
meet your require- 
ments. Phone or 
write the nearest 
Underwood office 
for a demonstration 
of any of our ma- 
chines. 


Is 


Then why not take 
an Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


Are you interested in Illinois, 
Missouri or Kansas territory ? 


Underwood Typewriter Co. 
General Offices 
342 Madison Ave., New York, N. Y. 


‘Sales and Service Everywhere’’ 


UNDERWOOD 


Speeds the World’s Business 


3640 Washington Ave. 
ST. LOUIS, MO. 
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prohibiting the transacting of a non- 
medical business in large cities are re- 
moved. Hereafter the same rule will 
apply in cities as in towns and other 
districts in the states in which the cities 
are located. 


No Change Below 


The ordinary life policy heretofore 
issued is discontinued and in its place 





without change in rate up to age 55 a | 


life policy paid.up at age 80 is substi- 
tuted. The cash value under the new 
form is higher than under the old, 
thereby reducing the net cost in event of 
termination of the policy by surrender 
at any time after the third year. 

A new special whole life policy is is- 
sued in sums of not less than $10,000 
on any one case and at a rate substan- 
tially lower than that usually applicable 
to whole life contracts. Cash values are 
larger than on ordinary life policies 
heretofore issued so that net cost is ma- 
terially reduced upon surrender after 
the third year. 


Fidelity Life of Alabama 
The Fidelity Life of Birmingham, Ala., 
is featuring its “convertible endowment 
policy.” For instance at age 35 a man 





takes $10,000 insurance, the premium 
being $361.80. At the end of the fifth 
year he can continue this premium and 
have a paid up policy at age 50 years 
and six months. The second option is 
that he can continue the premium and 
have an endowment of $10,000 mature at 
age 59, or if he desires to continue an 
ordinary life policy he can pay the same 
premium and his insurance is increased 
to $17,260. The fourth option is that he 
can continue on the ordinary life basis 
with $10,000 insurance and the premiun 
is reduced to $180.90. 


Montana Life 


The Montana Life 
limit on standard male 
selective non-medical 


has increased it 
risks under it 
risk plan fron 


$2,500 to $3,500. The Montana Life ha 
enjoyed a favorable experience on it 
selective risk plan and the increase o 


limits is the consequence. 


Springfield Life, Ill 


The Springfield Life of Illinois ha 
issued a new juvenile $1 per mont 
policy on the continuous premium anid 


20 payment endowment at age 80 plan 

Dividends will be payable annual! 
after the first five vears. All new adu 
$1 per month policies issued by tl 
Springfield Life will also provide th 
dividends be payable the same wa 
There is no other change in this policy 

















EXPANDS ON PACIFIC COAST 


John Hancock Agency Supervisor In-}| 


stalls Four New District Managers— 
Started Activities in 1927 


Harry J. Koops, supervisor of 
John Hancock Mutual Life, has 
completed the installation of four 
district managers the Pacifie 


cies, 
just 

new 
Coast. 

The John Hancock Mutual Life opened 
its industrial department and _ started 
activities on the Pacific Coast on March, 
1927, with the appointment of four dis- 
trict managers. Two districts were 
opened in Los Angeles with Charles A. 
Brauel as district manager for Los An- 
geles No. 1, and Samuel L. Freeman for 
Los Angeles No. 2. Anthony J. Cawley 
introduced the company in San Fran- 
cisco as its first district manager, and 


on 


| George W. Brown was put in charge of 


| Oakland, Cal. 


With these four districts 
as a nucleus the company made rapid 
strides in this department and this week 
announces two new offices in Los An- 
geles, one in Oakland, and one in San 
Francisco. Ralph E. Gahm and Charles 
B. Van Kirk, both assistants in the office 
of Charles E. Brauel, are made district 
mamagers for Los Angeles 3 and 4 re- 
spectively. Charles F. Burrill, assistant 
in the office of Anthony A. Cawley in 
San Francisco, was promoted to district 
manager of San Francisco No. 2. Fred 
W. Siler, assistant in the office of 
George W. Brown at Oakland, was pro- 
moted to district manager of Oakland 
No. 2. 

The opening of these new districts is 
in line with the John Hancock's pro- 
gram of expansion, and these appoint- 
ments have done much to encourage the 
Pacific Coast men. When the company 
opened up the coast it was more or less 
understood that agency promotions 
would be made from coast offices if at 
all possible. The company has followed 
that policy in these appointments. 


Royal Life May Expand Field 


The Royal Life of Baltimore is mak- 
ing plans to enter other states. Hereto- 
fore it has confined its writing to Mary- 
land. The company writes only indus- 
trial insurance. 


agen- | 





CHANGES BY JOHN HANCOCK 


Number of Promotions and Transfers 
Have Been Announced Concern- 
ing Men in the Field 


The following named have been pr 
moted by the John Hancock from agents 
to assistant district managers in the dis- 
tricts of their service: 

James A. Whitcomb, Detroit 2; Fran} 
O. Schubert, Columbus, O.; Jacob Dinner, 
Elizabeth, N. J.; Stephen Kevitt, Water- 
bury, Conn.: Bernard G. Cloutier, Louis- 
ville; Ernest A. Moore, Indianapolis 
Ind.; Gustav E. Gilbert, Moline, Il.; Ear! 
N. Snell, San Francisco; Michael J. Dean 
Philadelphia 4; Wm. M. Douglas, Canton 


James Sposato, New Britain, Con 
Harry Bluver, New York 2; Edward E 
Keebler, Saginaw, Mich., Owen A. King 


Brooklyn 4: Edgar Wagner, Chicago 1 
Miles C. Burge, Glens Falls, N.Y. 
(Chestertown detached); Anthony fo- 
manelli, Paterson, N. J.; David L. Reese 
Allentown, Pa.; Thos. J. MceWalters, 
Brighton; Jos. B. Ozga, Chicago 9. 
Agents promoted and transferred are 
talph K. Shelton, from Philadelphia 5 
to Norristown, Pa.; John B. Reilly, from 
Philadelphia 4 to Norristown, Pa.; Hol- 
lis L. Maxwell, from Aurora to Chi- 
cago %; Jos. Cammarata, from Passaic to 
Newark, N. J.; Alfred E. Sigler, fron 
Indianapolis to Evansville, Ind.; Clar- 


ence D. Head, from Omaha to Sioux City, 
la.; George O. Gelinas, from Brockton 
to New Britain, Conn.; Wm. P. Heffer- 
nan, from Roxbury to Haverhill; Thos 
W. Davis, from Los Angeles 1 to Los 
Angeles 3; Wm. R. Woolpert from Los 


Angeles 1 to Los Angeles 3; Frank Ber- 
tuccini, from Los Angeles 2 to Los An- 
geles 4; Thos. C. McGinley, from Los 
Angeles 2 to Los Angeles 4. 

Assistant district managers trans- 
ferred in like capacity are: 


talph T. Casey, from Louisville, Ky 
to Chicago 8; Adolph E. Dankert, from 
Chicago 3 to Chicago 9; Harry J. Wem- 


pen, from Chicago 3 to Chicago 9; Axel 
Jensen, from Chicago 3 to Chicago *? 
Francis X. Henry, from Germantown t 
Norristown; Charles A. 


Weber, fron 
Jamaica, L. 1; Wm. F 
McBeath, from Los Angeles 1 to L® 
Angeles 3; Wm. J. O'Hara, from Los At- 
geles 2 to Los Angeles 4; Jos. L. Mc Men! 


grooklyn 4 to 
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LIFE INSURANCE COMPANY 


HOME OFFICE: LINCOLN, NEBRASKA 


VERY LIBERAL CONTRACTS TO AGENTS 
BAYS, 


PRESIDENT 
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en, from Los 
celes 4. 

Other changes are: 

John J. McAuliffe, Jr., from assistant 
ishier at Chicago 3 to cashier at Chi- 
cago 9; Harold P. Palmer, from clerk 

claim adjuster at Brooklyn 5; John 
W. King, from cashier at Brighton, 
Mass., to cashier at Brockton, 
Wilbert W. Henry, from cashier at 
Brockton to cashier at Brighton, Mass.; 
Charles E. Callahan, from cashier 
Toledo, O., to cashier at Los Angeles 4; 
Robert G. Painter, 
hamton, N. Y., to cashier at Schenectady, 
N. Y.; Frank P. Saterfield, from training 


Angeles 2 


cashier at Columbus, O., to cashier at 
Toledo, 9.; Charles H. Vincent, from 
training cashier at Los Angeles 1 to 
cashier at Los Angeles 3; Walter H. | 
Meyer, from training cashier at Albany 
to cashier at Binghamton, N. Y.; Hubert 
J.-Harze, Jr., from cashier at McKees- 
port, Pa., to cashier at Norristown, Pa.; 
Raymond O. Toperzer, from assistant 


cashier at Pittsburgh 2 to cashier at Mc- 
Keesport, Pa. 
News of the Prudential 


John H. 
Flushing, 


Superintendent 
Neabor of the Prudential at 
L IL, has been promoted to superin- 
tendent at Maspeth, L. I, and Assistant 
Superintendent John M. Varney of Var- 
ney of Hempstead, L. LL. to superintend- 
ent of the new Rockville Centre, L. L, 
district. 

Ernest Winter, formerly an agent in 
New Brunswick, N. J., has been pro- 
moted to be an assistant superintendent 
in Perth Amboy, N. J. 

Agent Vaughn C. Avery 
Britain, Conn., and John T. Lynch of 
Springfield, Mass., have been made as- 
sistant superintendents. Thomas  4J. 
Foley of Albany, N. Y., also has assumed 
his new duties as an assistant superin- 
tendent. 

Agent Samuel O'Brien of Toronto No. 
2 district has been given an assistant 
superintendency.in the Windsor, Ont., 
district. 

William E. Todd, formerly Division N 
inspector, has been promoted to super- 
intendent in the Norfolk, Va., district, 


Assistant 


of New 


|} succeeding Superintendent 


| capacity 


Mass.; | 


at | 
| motion 
from cashier at Bing- | 





Raymond H. 
who was transferred in the same 
to Bethlehem, Pa., on that date. 


Piatt, 


Recent promotions from the agency 
ranks of Division N to the position of 
assistant superintendent include J. Mil- 


lard Bishop of Washington, D. C., No. 2; 


Martin H. Byron of New Orleans; 
Richard H. Julian of Greenville, and 
George L. Street of Atlanta. 


The good work of several Division F. 
agents has been rewarded by their pro- 
to the position of assistant su- 
perintendent. They are Thomas E 
Roan of Cleveland No. 2, Max Lassman 
of Cleveland No. 3, Michael L. De Vore 
of Cleveland No. 4, Clarence A. Beihl of 
Wheeling, Edward F. Dunn of Cleveland 


No. 5, and Arthur P. Gorman of Akron 
No. 1. 


Western & Southern News 


The Bay City district celebrated Su- 
perintendent Harry Wiles’ entry into 
class 6 of the Western & Southern 
Legion at a banquet. The visitors pres- 


Teegarden, 
Carson, Detroit East; 
R. S. Hartsing, Saginaw, and Agent H. 
H. Zoercher, Detroit East. Superintend- 
ent Wiles’ district has led the division 
in joint results four years out of the five 
he has been in charge. 

A division convention of the Western 
& Southern was held at Kokomo, Ind., 
April 4. Vice-President C. F. Williams 
was the principal speaker, and Superin- 
tendent of Agencies Tom Jenkins acted 
as toastmaster. The convention was fol- 
lowed by a $2,000,000 ordinary week in 
Division D, comprising Indiana and the 
St. Louis belt. Prizes were awarded by 
the vice-president to the foremost lead- 
ers of the division. 


ent were Supervisor H. L. 
Superintendent R. 


Virginia Man Dies 

Fowlkes, superintendent of the 
district office of the Life of Virginia at 
Charlottesville, Va., committed suicide 
last week by taking poison. II] health 
was assigned as the cause of his act. 
He had been engaged in the insurance 
business there for 15 years. 
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NEWS OF LOCAL ASSOCIATIONS 











MORGAN MADE LIFE MEMBER 


Seattle Association Meets in New 
Northern Life Tower—Hugh 
Hart Next Speaker 


_ SEATTLE, WASH., April 11.—Ded- 
ication of the 27-story Northern Life 
Tower, and presentation of a life mem- 
bership in the association to President 
D. B. Morgan, marked the monthly 
meeting of the Seattle association. The 
Northern Life acted as host at a lunch- 
eon. V. Webner Wiedemann, president 
of the association, presided. 

Hugh Bell of the Equitable of Iowa 
outlined future plans for meetings of the 
association. President Morgan was in- 
troduced as one of the founders of the 
association and presented with a life 
membership by Dwight Mead. Ira A. 
Nadeau of the Equitable Life of New 
York responded to Mr. Morgan’s thanks 


lor the underwriters. Arthur P. John- ! 
son, vice-president of the Northern Life, | 
was also introduced. Group singing | 
was led by Jay Thatcher of the Missouri | 
State Life. | 


The next meeting of the association is | an 


set for April 23, at which time Hugh 
Hart, vice-president of the Penn Mu- 
tual Life, will speak. 


Minneapolis. — Thomas G Harrison 
Spoke at the last meeting of the Minne- 
po association on “The Growth of 
the tail Grocery System.” Winners 


insurance essay contest, con- 


eek program, were also announced, 


: Detroit—The regular meeting of the 


Detr association was postponed in 
orde to meet the plans of its guest, 
Sriffin M. Lovelace, who will give a 
talk the subject of “Imagination in 
Selling.” Mr. Lovelace is third vice- 
President of the New York Life, and a 
writ of note on insurance matters. 





| 


| widow is 
had been double 


as part of the national insurance | 


TALK ON KINDS OF POLICY 


Average Producer Was Featured at 
the Meeting of the Los Angeles 
Underwriters 


The monthly dinner of the Los Ange- 
les Life Underwriters’ Association was 
called the “Average Producer’s Night.” 
Speakers were asked to explain how they 
adapt the various policy contracts to the 
needs of the prospective buyer. Too 
much had been said, the underwriters’ 
committee thought, about applying the 
policy benefits to the needs of the bene- 
ficiary and too little about fitting the 
plan of insurance to the prospects’ 
pocketbook and circumstances of the 
buyer of life insurance. 


Ordinary Life Discussed 


Sam McCurdy of the New York Life 
was named as honorary chairman. “Or- 
dinary Life, Under What  Circum- 
stances,” was discussed by George 
Hodell, Equitable of New York. H« 
believes in ordinary life in the ordinary 
way in ordinary amounts. He said a 
should die a success as well 

success. Ordinary life costs 
and the color of the draft to the 
just the same as if the cost 
the amount. Mr. Hodell 
said that 87 percent of the big insureds 
carry ordinary life. He prefers to string 
along with the big men who buy big 
insurance. The chairman announced that 
the speaker was just closing a contest 
in his own company in which he had 
placed 74 applications in 70 days for a 
total of over $300,000. 


Limited Payment Life 


as 
live a the 
least 


On the subject of “Limited Payment 
Life, Why and Where,” Mr. Young. 
Equitable of Iowa, spoke. Instead of 
talking of dividends paving up a policy 


for its face or maturing it as an endow- 
ment, 


Mr. Young would talk of cover- 
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More Than a Contract 


The Ohio National Life Insurance Company’s 
service to agents includes: 


Non-participating Policies Accelerated Dividend Pro- 


—— = visions 
Pay See Liberal Sub-Standard Facil- 
Free Health Examinations ‘ales 


Juvenile Policies (from birth 
to age 10) 

Personal Life Income Poli- 
cies, issued without ex- 
amination 


Selective Risk or Non-Med- 
ical Service 

Total Disability Clause (not 
Total and Permanent) 

Automatic Premium Loans 


Cooperative agency building and the family spirit 
which exists throughout the entire Field and Home 
Office organization are factors which make an Ohio 
National connection “More Than a Contract.” 


This service and the spirit of cooperation will help 
you succeed. 


Agents wanted in Illinois, Indiana, Iowa, Kansas, 
Kentucky, Michigan, Missouri, Nebraska, Ohio, 
Pennsylvania, Tennessee, Texas and West Virginia. 


For information write: 


The Ohio National Life Insurance Co. 
Cincinnati, Ohio 


T. W. Appleby, President. 
E. E. Kirkpatrick, Supt. of Agencies 




















‘‘In This Way We Measure’”’ 


LIFE INSURANCE COMPANY may well measure its success by 

the good it performs rather than by great size. Through eighty-six 
years THE Mutuat Lire Insurance Company or New York, the “first 
American Company,” has measured its success by the scope, manner and 
degree of its service. In such a way it is measuring now as its service 
broadens. 

Issuance of contracts of all standard forms, substantial dividends, 
income settlement provisions, Disability and Double Indemnity Benefits, 
and prompt payments and practices for convenience of members are 
embraced in its present service. 

It welcomes as field representatives those who know that success is 
according to the natural law of compensation—that the best comes to 
those who give out the best of themselves. 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street 


DAVID F. HOUSTON 
President 


New York, N. Y. 
GEORGE K. SARGENT 
2nd Vice-President 
and Manager of Agencies 

















SAFETY PROTECTION SAVINGS 


A company whose 
ideas are in accord 
with modern times 


For Agency Opportunities, Write 
J.T. MAYALL 


AMERICAN SAVINGS LIFE 


INSURANCE COMPANY 


Board of Trade Building 
KANSAS CITY, MISSOURI 





R. S. TIERNAN 


: 
President 


J. T. MAYALL 


Vice Pres. 8 Agency Mgr. 


D. SHARPE 
Secy. & Treas. 

















THE NATIONAL UNDERWRITER 





April 12, 1929 

















Provident Mutual 


Life Insurance Company 
of Philadelphia 


. 


Agents entering the business find 
Provident ‘‘tools” exceedingly effective 
—New Disability Feature—Accidental 
Death Benefit —New Retirement Life 
Income Features—Special Class Policies 
—Low Premiums — Low Net Cost — 
Prompt and Friendly Home Office Ser- 
vice — National Advertising — Direct 
Mail — Educational Course — Health 
Preservation Service—Sixty-three 
Years’ Accumulation of Policyholders’ 
Good Will. 


Write for Information 




















Good Territory Open 


for men capable of establishing and maintaining 
Agencies in localities previously not represented— 
Midwest and Eastern States. 
Union Mutual’s sales increased 

22 per cent in 1927 

23 per cent in 1928 
Grow with this progressive Company favorably 
known for 80 years. 


Union Mutual Life 
Insurance Company 


Portland, Maine 

















WE WANT A MAN! 


We want a thoroughly trained man with a good record back of him both 
as to personal production and organization with an unimpeachable char- 
acter to organize the State of Nebraska on a contract which holds a real 
opportunity. ; 
THE MAN WE WANT MUST NOT BE A “HAS BEEN” 
The Reason We Are Discriminating Is Because We Are Offering 
Something Exceptional 


The_Young!Man Who Wants to Grow is The Man We Want 
OUR COMPANY HAS THE TOOLS 


Double Indemnity Prospect Getting Aids 
Total Disability Agent Getting Aids 
Par and Non Par Supervisors Help 
dé Proper Backing 
Writes Both Sexes Agency Department Headed by 
Child’s Endowment Men Who Have Been Through 
Special Policies the Mill 
Write in confidence and tell all about yourself 


CEDAR RAPIDS LIFE INSURANCE COMPANY 


Jay G. Sigmund, Vice Pres. & Ag Director 
CEDAR RAPIDS, IOWA 


age, various needs and protection only, 
and forget about dividends. There are 
54 reasons why agents should write 
limited payment, Mr. Young said. “First 
ask the old man who has carried his 
policy many years whether he is glad 
his payments were finished at 20 years. 
Then ask the man who has been paying 
for 30 years or more, who labored under 
the impression that premiums would 
cease after 20 years.” All in the audience 
who were carrying limited payment life 
were asked to stand. No one counted 
heads, but about 50 responded. Mr. 
Young then wished to know how much 
life insurance was carried by the men 
and women present. He ascertained 
that the amount totalled more than $2,- 
000,000, an average of about $23,000. 
Two men present held $200,000 each and 
one owned $150,000. 


Short Time Endowment 


Miss Edna Maddox of the Pacific Mu- 
tual thought that short time endow- 
ment is just the proper kind to replace 
the value of the depreciation of the 
human machine. It creates the quickest 
and best kind of a sinking fund for 
older age. One corporation she cited 
had used the 10-year endowment plan 
to replace machines when worn out. 
Miss Maddox also believes short term 
endowment a fine proposition for can- 
cellation of mortgages, for bequests, for 
children’s education and for old age an- 
nuities. Such endowments constitute the 
best form of thrift. 

The Provident Mutual Life is con- 
sidered expert on long-term endowments 
and one of its representatives, H. R. Van 
Cleve, presented that subject. The 
speaker emphasized the investment side 
of life insurance and proved rather con- 
clusively that in the essential elements 
of an investment that long time en- 
dowments are superior to all other forms 
of investment. In point of safety, po- 
tential profits, marketability, conven- 
ience of amount and duration, and in 
non-taxability, life insurance as an in- 
vestment excels. If deduction is made 
for the net cost of insurance protection, 
life insurance over a period of 25 years 
will yield a profit of more than 5 per- 
cent compound interest. Mr. Young 
held that a man should not have life in- 
surance after his days of activity and 
productiveness are past. Then he needs 
what the long term endowment gives 
him—cash. 

Term Insurance 


The last speaker was A. W. Braun 
of the New York Life, on “Term Insur- 
ance, Has It a Place.” He gave fully 
as many reasons why and when term 
plans should not be used as when thev 
should be. He said if a man knew 
exactly the day or year he would die, 
then he could safely choose term insur- 
ance. Term insurance serves a good 
purpose and economically in covering a 
five or ten year mortgage, in carrying 
through a critical project, or over the 
boy or girl’s college years, or any hazard 
that definitely covers only a limited 
number of years. 

es ¢ © 


INVESTMENT VALUE STRESSED 





C. C. Day Urges Consideration of That 
Angle in Address to Indianapolis 
Association 





C. C. Day, first vice-president of the 
National Association of Life Under- 
writers and Oklahoma state manager ot 
the Pacific Mutual Life, addressed the 
Indianapolis association last week, on 
“The Investor and Life Insurance as 
Property.” “A man has no right to 
invest in anything else until he is satu- 
rated as to life insurance,” Mr. Day de- 
clared. Men buy property to satisfy an 
appetite for propertv. Property invest- 
ments are often disappointing over a 
term of years, the speaker said. Life 
insurance should be made attractive be- 
cause of its creative possibilities and 
there can be developed an appetite for 
life insurance as a creative investment. 

Up to 1915 there was but $15,000,000 
of life insurance in force and _ that 




















amount is now being written every 
year. “It is up to us to develop a 
philosophy for investors and an appre- 
ciation of life insurance as a safe de- 
pository for the average man’s surplus 
earnings.” Many men are full-time 
money makers but half-time investors, 
They know their own business but they 
cannot hope to master the mysteries of 
safe investments with the little study 
they are able to give to that field which 
is an intricate business of itself. 

Mr. Day said that investments move 
in cycles as to their desirability and it 
is necessary to know general conditions 
which govern the various forms of in- 
vestment to be able to use them intel- 
ligently and safely. Investments which 
are regarded as gilt-edge today may be 
non-productive as to income in the near 
future. He cited a number of well- 
known examples to support this state- 
ment. Life insurance is the ideal invest- 
ment in that it affords absolute security 
for funds committed to it and gives re- 
turns comparable to the best of high 
grade securities when the returns are 
intelligently analyzed. 

Fred Dickerman, general agent of the 
Guardian Life, made a report on the 
meeting of representatives of the Na- 
tional association in Chicago. President 
Richard Habbe of the Indianapolis asso- 
ciation announced the appointment of 
Joseph G. Wood as associate secretary 
of the association. Mr. Wood is also 
serving as secretary for a number of 
organizations affiliated with the Insur- 
ance Federation of Indiana and for sev- 
eral years has demonstrated his effici- 
ency as secretary of Indiana Insurance 
Day. Ten new members were elected. 


*x * * 


REPORTS TAXES EXCESSIVE 





Study of Nebraska Insurance Depart- 
ment Income Brings Criticism— 
Cuts Insureds’ Dividends 





LINCOLN, NEB., April 11—A. R. 
Edmiston presented at the April meet- 
ing of the Lincoln association a study 
and digest of the insurance laws of the 
state as they refer to taxation. In the 
last fiscal year the department received 
$580,760 from companies in the form of 
premium taxes and fees, while $23,000 
of that sum was paid for the support 
of the department of supervision. Of 
the total sum paid over $500,000 came 
from the premium tax on life insurance. 
The increase in taxes paid by life com- 
panies for the year was in excess of 
$30,000, or a third more than the entire 
department budget. 


Should Support Department 


Mr. Edmiston said that it was proper 
to levy sufficient taxes to support the 
activities of the bureau, but that it was 
outrageous that more than $500,000 should 
be taken from the pockets of buyers 0! 
insurance and placed into the general 
fund of the state to support activities 
created by the legislature and to pay 
general running expenses of the state 
government. ; 

Mr. Edmiston ventured the assertion 
also that there is as great need for 4 
revision of the laws governing insurance 
transactions as of the banking laws, 4 
task that has taken the attention of the 
legislature all winter. He instanced that 
foreign companies must deposit $200,000 
before they can do business in the state, 
while domestic companies may start 
with $30,000 in state custody, entirely 
inadequate in these days. 


Cuts Policy Dividends 


M. L. Palmer presented a computation 
he had made that showed that with 
several of the leading companies the 
excess taxes paid amounted to 11 per 
cent of the dividends. He proposes 10 
attach to every premium notice sent out 
a statement to the policyholder that 
the dividend would have been 11 percent 
larger if it were not that the state ' 
taking that percentage in taxes. 

In the general discussion that fol 
lowed the sentiment was expressed that 
while a reform and a reduction can be 
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LIFE INSURANCE EDITION 











secured only through concerted action 
nationwide it is a good thing to start 
to educate the public as to what was 
being done with their premium money 
taxes. Fred E. Mockett, who is a prom- 
jnent sportsman, said that it took the 
fishermen and hunters of the state 18 
years to compel the state to spend 
license fees collected from them for fish 
and game purposes only. 

s & @ 

Philadelphia.—The Philadelphia asso- 
ciation has been put on such a basis as 
to make it one of the strongest asso- 
ciations in the country, Sigourney Mel- 
lor, president of the association, de- 
clares. 

At the board meeting of the associa- 
tion last week, the association dropped 
158 members for non-payment of dues 
and now has more than 500 paid-up and 
active members. 

*x* * * 

Southwest Texas—The meeting of the 
Southwest Texas association was held 
at San Antonio with H. V. Weise of the 
Bankers Life presiding. A very inter- 
esting address was made by Herbert L. 
Crate of Kerrville, Tex., on “The Benefit 
of Life Insurance for the Boy.” 

President Weise appointed a commit- 
tee consisting of R. F. Palmer, G. G. 
Snow and P. A. Bennett to nominate 
officers. 

x * * 

Oklahoma—George E. Lackey, chair- 
man of the program commitee of the 
Oklahoma association, has announced 
Leon A. Soper as speaker for meeting 
in Oklahoma City April 13. Mr. Soper is 
agency assistant agency director for the 
Phoenix Mutual Life. The speaker for 
the May meeting will be Joe Nolan of 
New York, educational director of the 
Equitable Life. Mr. Nolan will be in 
the city at that time, conducting a class 
for the company’s agents here under the 
direction of the Homer Jamison agency. 

*x* * * 

Texas.—C. C. Day of Oklahoma City, 
general agent for the Pacific Mutual and 
vice-president of the National associa- 
tion, is scheduled to address the Texas 
association at its meeting at Fort Worth 
April 20. 

*x* * * 

St. Paul.—The next meeting of the St. 
Paul association will be held May 15 
with W. W. Klingman, vice-president of 
the Equitable Life of New York, as the 
speaker. Mr. Klingman is coming here 
to attend a conference of district mana- 
gers of the Klingman agency May 13. 

*x* * x* 

Ottawa, Ont.—A branch of the Life 
Underwriters Association of Canada has 
been formed at Ottawa with the follow- 
ing officers: President, W. O. Ben- 
nett; vice-president, H. A. MacDonald; 
secretary-treasurer, J. C. Horton; execu- 
tive committee, Alex Ross, E. L. Whit- 
ney and H. J. E. McComb. 

. £6 

Cedar Rapids, Ia.—“The business man 
is underinsured unless the amount of 
insurance he carries on his life equals 
in value his interests in the going, 
growing business with which he is con- 
nected,” declared N. J. Seefurth, special- 
ist on business insurance and estate 
laws, who addressed the Cedar Rapids 
association last week. 

In his address Mr. Seefurth discussed 
various methods of insuring to protect 
& man’s business and family and advo- 
cated carrying insurance made payable 
to a trustees, who would buy up the 








business at a man’s death by paying 
its real value from the insurance. 
*x* * x 
San Francisco. 
conducting a study group in prepara- 


tion for the examination for the degree 
of chartered life underwriter, a number 
of members of the San Francisco asso- 
ciation are holding meetings at regular 
intervals, 
x * * 

Charleston, W. WVa.—The Charleston 
association at its recent annual meet- 
ing named for president R. R. Wolf, 


Home Life; Hubert H. Kidd, Lincoln 
National Life, as secretary, and L P. 
Williams, Equitable Life of New York, 


as treasurer. 


Biggest March in History 


. The Business Men’s Assurance has 
just finished the biggest March in its 
history, writing $4,778,554 of life in- 
surance, or more than $500,000 over last 
years figure for the month. March, 
1928, was the biggest month in life in- 
surance production for the company at 
that time. Since then the B. M. A. 
Wrote over $5,000,000 in January. 








Insurance Stock 
Quotations 





HARLES SINCERE & CO., Chi- 
cago investment house, gives the 


following stock quotations: 
Par Bid Asked Dive 


Hates, Cas. ccces 100 1825 1875 
Aetna Fire ....100 770 780 “30 
Aetna Life ...100 1350 1355 12 
American N. J.. 5 27% 28% 1.00 
Amer. Reserve . 10 95 98 -04 
Automobile .--100 05 08 
Conn.-General .100 2250 2300 .12&Ex. 
Continental oe. 10 66 68 1.60 
ontinental .. 10 80% 81% 2.00 


idelity & Dep.. 50 290 295 .07&Ex. 


Great Am. Ind.. 10 55 58 ene 
Great Am. ..... 10 46 47 1.60 
TEMOVEE cccecce 10 85 87 0% 
Harmonia ...... 10 37 39 1.40 
Hartford .......100 1080 1090 .20 
DED -s2dceneshe 100 605 615 2 
Independ. Ind... 10 24 


North America . 10 L 
Inter-South Life 1 545 555 
Lincoln Nat. ... 10 140 145 
Maryland Cas. . 25 150 g 
Metropolitan F. . 10 13 16 


Missouri State L. 10 87%, 89% 1,20 
National Cas. .. 10 41 43 1.20 
National Fire ..100 1450 1480 .20&Ex. 
Nat. Liberty ... 5 33 34 .50&Ex. 
National Union.100 335 345 12 
New Amst. Cas.. 10 84 86 2.80 
New Brunswick. 10 48 50 1.20 
New York Cas.. 25 90 93 -04 
Pacific Fire .... 170 185 2.50&PEx 
Pacific Mut. Life 10 90 95 20% 
PO ¢ccnewee 1015 1030 .20 
Prov. Washing..100 885 895 .16&Fx 
Southern Surety. 10 44 46 12% 
a Mee ateees 100 2460 2500 25 
Travelers ...... 100 1880 1990 .16&Ex 
J. .@ Gece 7 79 2 


Breaks Monthly Volume Record 


The National Fidelity Life wrote its 
largest single month’s volume of life 
insurance during March in celebration 
of the dedication of its new home office 
building in Kansas City, Mo. The pro- 
duction was between $1,500,000 and $1,- 
700,000 in written business, and repre- 
sented a gain of almost $500,000 over 
any previous month. The business was 
written under a handicap also, since the 
company moved its offices on March 8. 
The home office agency wrote around 
$750,000 of business during the month. 

The National Fidelity will dedicate its 
new building formally April 23-24 and 
hold open house on those days. The 
building was formerly the Continental 
building. 


May Add Life Company 


The Employers’ group is consider- 
ing adding a life company, according 
to a letter sent out to new stockholders. 
The companies now in the group write 
practically every kind of insurance ex- 
cept life. It is hoped that a company 
of this type will be added in the near 
future. The companies now in this 
group are the Employers Liability, the 
Employers Fire and the American Em- 
ployers. 


Linton and Tushingham on Trip 


Vice-President M. Albert Linton of 
the Provident Mutual left this week on a 
six weeks’ trip among the agencies. He 
will go to New Orleans, Denver and 
then to the Pacific coast where he will 
meet with the agents in their various 
general headquarters. His last visit on 
return will be Kansas City. 

Educational Director C. A. Tushing- 
ham is also en route to the coast and 
will join Mr. Linton at some of the 
agencies. 


State Life Selects Design 


The State Life of Indianapolis has 
selected the design for its new home 
office building following a national com- 
petition conducted by the company. The 
new home offices will be erected on 
Pennsylvania street, across from the 
new war memorial. The new building 
will be a three story structure and will 
house 600 employes. An auditorium will 
be provided which will accommodate 
several hundred persons. A gymnasium 
and other recreational features are also 
planned. Vice-President Charles F. Cof- 
fin is chairman of the building com- 
mittee. The new building will have a 


frontage of 300 feet on Pennsylvania 
street and a depth of 150 feet. 





|| Opportuni ties 


open for 
Managers in: 


Minnesota— 
| lowa— 


—Write! 


In Iowa—write to 
F. C. Crowell, Supervisor 
342 Insurance Exchange 
Des Moines, Iowa 





Insurance Company 
MADISON, WISCONSIN 




















5 
INDIANAPOLIS, INDIANA 


A Legal Reserve Life Insurance Company 


Popular Monthly Premium Plan 
Liberal Agency Contracts Non-forfeitable Renewals 


Opportunities for Agents & General Agents in Indiana 


























HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
se a 6S 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 





























30 THE NATIONAL 


UNDERWRITER 


April 12, 1929 

















Security~— 


@ When the Mutual Benefit was 

‘ organized in 1845 there were only 

a few Life Insurance Companies 

in the United States. Through 

the Wars, Panics and Epidemics 

of all these years, it has always 

stood safe and secure as a fore- 

most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organized 1845 




















FORTY-FOUR PER CENT 
ON POLICY HOLDERS 


The Bankers Life Company established two records in October, 1928, 
“Policy Holders’ Month.” 


The paid-for production of $17,708,649 was the greatest October total, 
and the second greatest total for any month, in the Company’s 
history. 


More than 44 per cent of the October production was written on 
Bankers Life policy holders—another Onward March record. 


BAN KERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 


Established 1879 DES MOINES, IOWA 

















” Go Into Business with 
Us on the 


PARTNERSHIP 
BASIS 





Life Health “Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 














Onto - Inprana - Micnican - Kentucky - PENNSYLVANIA 
West Vircinia - Texas - Oxtanoma - Cauirornia - ILiinors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 

















Texas van 





GRAHAM DOWDELL, President 


A progressive up-to-date company with a program of expansion 


and growth. 
All Texas is our field. 


The Fast Growing Company of the Southwest 
SAN ANTONIO, TEXAS 

















DIFFERENCES DEVELOP 
OVER DISABILITY CODE 


(CONTINUED FROM PAGE 3) 
ously protest being restricted to its use 
by the standard provisions. 

Mr. Rhodes said that the Mutual Ben- 
efit’s definition of disability had been 
well received throughout the country 
and no objection had been raised by any 
insurance department. As a matter of 
fact, the new policy which it has an- 
nounced has received departmental ap- 
proval in record time, having received 
approval from all but three states within 
30 days of filing the form—and those 
three holding approval in abeyance only 
on other minor items and being not 
among the major states. He quoted one 
cenartment as having stated that this 
new contract was the solution of the 
present disability problem. 

Discussion of Definition 


Following Mr. Rhodes, there was a 
spirited discussion of the entire matter 
of definition, which went well into the 
morning. James F. Little of the Pru- 
dential questioned the advisability of 
the 25 percent basis and several debated 
the matter of a measure of disability, 


ranging from total loss of income to 
only 20 percent loss. Arthur Hunter 


of the New York Life said that the 
hearing should be more a consideration 
of basic principles and not a matter of 
individual company practices, as every 
company would have to make some con- 
cessions to effect a standard provisions 
code. The discussion continued, how- 
ever, for a time on the matter of adap- 
tability to company practice and there 
was some endorsement of Mr. Rhodes’ 
position. The latter concluded his re- 
marks with the presentation of a sug- 
gested alternative definition, which pre- 
sumed a concession by the Mutual Ben- 
efit on this item. In general discussion 
of the stringency of the provisions, E. 
E. Cammack of the Aetna said that he 
believed the proposed rules were, in fact, 
not sufficiently stringent, but that they 
should go farther and deal with reserves 
and rates. He said that if only standard 
provisions are regulated and rates are 
left as the basis of competition, there 
may develop an even worse situation 
than now exists. 


What “Total” and “Permanent” Mean 


There was more than one suggestion 
as to the advisability of liberalizing the 
definition of “total” to conform to the 
now accepted definition of “permanent.” 
It was pointed out.that if “permanent” 
is now taken to mean a three or four 
month period, then it is entirely logical 
that “total” should be some such meas- 
ure as a percentage cut in earning ca- 
pacity. No general reflection of the 
meeting was available, as when Mr. 
Craig asked if a vote was desired no 
one seemed to desire it. He asked if 
any desired a show of hands and then 
asked if any did not wish a show of 
hands—and on both of these questions 
none cared to even show a_ hand. 
Whether it was lack of company author- 
ity or indifference, it was amusing that 
these actuarial leaders of the country 
did not: care to express their views pub- 
licly. They did, however, act on later 
questions during the hearing. 


Matter of Pro Rating Payments 


The second important item of con- 
troversy was one that had particularly 
puzzled the committee originally and 


was made the subject of special com- 
ment in its report. This was the mat- 
ter of pro-rating payments and there 
was a very decided preponderance of 
opinion in favor of such a clause. The 
committee had stated that it had felt 
such a clause desirable, but could not 
see how to include it equitably at this 
time. Col. J. L. Howard of the Trav- 
elers opened this discussion with a defi- 
nite suggestion and an emphatic appeal 
for a pro-rating clause. He said that 
the Travelers was ready to conform to 
the wishes of the group, but it earnestly 
desired reconsideration of this matter, 


as it felt such a clause was essential to 
He reviewed the past ex- 


the business. 





perience of the business and of this 
clause and said that overinsurance is a 
ill that can be checked only in this way 
He said that there is no underwriting 


check possible, a definite prescribed 
clause being essential to achieve this 
end. Furthermore, he said, it is essen- 
tial for all companies, as no one com- 
pany is immune and the one which 
wrote the first policy is as greatly 
harmed by overinsurance as the one 
which wrote the last policy, effecting 


the overinsurance. 
Definite Clause Suggested 


Colonel Howard suggested a definite 
clause to the committee, one which | 
vided that in the event of claimant hav- 
ing total indemnity in all companies in 
excess of the average income for the 
past three vears, then it shall be Pro- 
rated accordingly. Mr. Craig then read 
a wire he had received from the Paci 
Mutual Life, stating as its opinion tha 
a pro-rating clause is essential and t rat 
it would have to be sought by law, ii 
not included in these standard provi- 
sions. The Pacific Mutual referred the 
committee to the proposed standard in 
California, which is now before the Cal- 
ifornia legislature and which represents 
that company’s idea of an acceptable 


standard. During the discussion that 
followed it was said that the proposed 
California standard was not suited to 


general adoption and some other form 
would have to be created. 


Adams Speaks for Convention Companies 


Additional support was given, when 
Claris Adams rose to speak for the 
American Life Convention companies. 
Mr. Adams said that several of the com- 
panies of that organization have re- 
quested a pro-rating clause and have 
even requested that the organization 


seek legislation to effect it. He has held 
the matter in abeyance till final action 
of this disability committee is reached, 
but he feels it is essential and requests 
serious consideration by the committee. 
Mr. Adams referred particularly to the 
experience of the accident and health 
companies on this, saying that the com- 
panies requesting the provision are 
chiefly those also writing accident and 
health—which he felt was significant. 

On this question Mr. Craig asked for 

a vote and the group present voted over- 
to ll 8 in favor of a _ pro-rating 
clause and asked that the matter be re- 
considered by the joint committee. It 
was further voted that the clause, i! 
adopted, be prescribed and not optional, 
as optional use would in a way effect an 
improvement. 


Loan and Non-Forfeiture Values 


The final general discussion was on 
the item of prohibition of the provision 
“that the loan and non-forfeiture values 
otherwise provided in the policy — 
be inc reased on account of the disabil ity 


provision.” On this, Mr. Rhodes agam 
rose to voice a vigorous a> ta gg as 
this also would prohibit the Mutual 


Benefit participating disability form. He 
further questioned the legality of 
provision, saying that such a restriction 
is distinctly prohibited by law. The 
was some general discussion of this an 
it was again referred to the committee 
This concluded the hearing and no in 
dication was made of the next hearing 
or what action may be forthcoming 
It is evident that the process of ad 
ing a disability standard is more 
plicated a task than was consider 
year ago, but it is also evident 
opinion has greatly changed during 
year and many items now serivus 
considered would not have heen eve! 
taken under advisement at that time. !* 
is very likely that some standard w 
be reached very soon and possibly 
in force by the end of this year. 
probably to be done bv ruling and | 
by law, and to have the support of 
commissioners. At present, the most i! 
teresting matter of conjecture is th« 


that 


th 


come of the Mutual Benefit po! 

which has been so enthusiastically re 
. - "7 

ceived, and the outcome of the di ; 


itv hearings will be followed 
interest on this account if no other 
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Day of Big Game Hunter Passing and 
Underwriter Who Builds Clientele on 


Fundamental Principles Will Survive 


NEW YORK, April 11.—Taking a 
forward glance into the future, Jerome 
Clark, assistant superintendent of agen- 
cies of the Union Central Life, speak- 
ing before the April meeting of the New 
York Association of Life Underwriters 
here Tuesday night, listed the chief 


yualifications for the life underwriter of | 


tomorrow. Citing the advisability of 
areturn to fundamentals in the case of 
most men in the field, he pictured an 
gency group of the future which is 
etter grounded and fitted to care for 


its clientele, but one that is more care- | 


fully developing the ordinary risk and 
growing with it. Mr. Clark said, in 
of the most refreshing things 
life insurance meetings is that 


each year brings its new points of view, | 


its new problems, its new solutions and 
perhaps whole new angles of life in- 
surance which last year we never even 





thought of. 


“These new angles, these offshoots 


and sidelines which we are developing 


vea 
g 


and productive, but I don’t think we 


r by year are interesting, fascinat- | 


want to forget that the main under- 
current ot our business, and therefore 
of our salesmanship, must follow the 
underlying purpose for which life in- 


surance wes conceived, namely, the sim- 


ple protection of the family. 
“It seems to me most important to 


| about 10 or 20 percent of our business 

is sold 
life insurance as tax insurance, corpora- 
tion insurance and millionaire program 
insurance, and that the other 80 percent 
follows more the tines of business dis- 
tribution, and the salesmen more the 
methods of business men. 


Early Agents Did 
Missionary Work 


“No doubt some of you veterans in 


insurance agent was a real’ missionary. 
It seems strange to us now to think 
that there was once a day when people 
believed that life insurance was 
sound, that it was not safe, that there 
| must be a catch in it somewhere, that 
| it was not moral, and with sincerity 


| 


remember that in spite of publicity only | 


in such specialized phases of 


the field recall the days when the life | 


not: 


|and not as an excuse, that they did | 
not need it. 
“The second stage of this evolution 














JEROME CLARK 


was one of indiscriminate buying. If | 


‘we look over the production figures of | 


| gram behind it. 
| lists of the policies in force on appli- 


the life insurance business for a period 
| of as much as 50 years we must admit 
that the United States has only become 
| insurance conscious during the past 
decade. It would seem as if something 
must have happened, something must 


| have snapped, at the end of the war 
which made people realize that they 
wanted hfe insurance, needed it and 
|} must have it. Sales since that time 
have simply been stupendous. 
| No Real Buying 
Plan in Second Stage 
“I have called the era one of in- 


discriminate buving because there seems 
to have been no real plan, no real pro- 
An examination of the 


cants applying to us for insurance in- 
vites the thought that this list was built 


| up frem time to time by successive un- 
| related 


and not 
program, 
through 


sales as 
thought-out 


and followed 


a part of a 
conceived, sold 
by an individual 


| agent. 


“I do not offer this as a criticism of 
our selling methods. Why should we 
criticize salesmanship which has got re- 
sults and which, indeed, has brought 
about what we can call the golden era 
of life insurance? 

“The point which I wish to make is 
that I believe that this era of indis- 
criminate buying is on the wane and 
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THE MINNESOTA MUTUAL LIFE 


Jackson or Hattiesbur 
in Mississipp1 


An attractive General Agency opportunity will be open 
in each of the above places early in 1929 for the right men. 


The Company—$160,000,000 of Insurance in Force— 
Assets $18,000,000 — purely mutual — growing — and 
having the most definite aids for selection, education 
training and supervision of agents. 
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Saint Paul, Minnesota 
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CALIFORNIA 


IOWA 





C oaTEs & HERFURTH 
CONSULTING ACTUARIES 
Barrett N. Coates 354 Pine St. 
Carl E. Herfurth San Francisco 





ILLINOIS 


RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 








ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 
160 N. La Salle St. 
Telephone State 7288 


CHICAGO, ILL. 





LEXANDER C. GOOD 
Consulting Actuary 

404 R. A. Long Bldg. 

Tel. No. Harrison 4899 
Kansas City, Mo. 








H ENRY R. CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








L A. GLOVER & CO. 
* 





OHN E. HIGDON 
317 Shukert oy City, M 
1616 reat St. Louis, Mo. 





NEW YORK 
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ee CONSULTING. 
128 North Wells Street, Chicago ACTUARIES 
Life Insurance Accountants 08 'W. dtth St. New York City 
Statisticians 
OODWARD, FONDIL- 
= LER and RYAN 
HAGHT, DAVIS & HAIGHT, lnc Insurance “Accountants 
Consulting Actuaries Richard Fa my i BE. Ryos 
FRANK J, HAIGHT, President 15 Fulton Street 
INDIANAPOLIS New York 
Omaha, Kansas City ‘ — 











ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








J. McCOMB 
e .COUNSELOR AT LAW 
CONSULTING ‘ACTUARY 
Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
Insurance 


— & The Ww a 
pecialty. 
Colcord Bldg. OKLAHOMA CITY 


























This Beautiful Hotel 
Invites You! 


Colton Manor 


Atlantic City’s 
Newest Hotel Achievement 


From $7.00 a day American Plan 
or $4.00 a day European Plan 


C. V. Meeks 
Managing Director 





HOTELS | 





that it is going to be replaced by the 
third stage in our evolution which we 
can call one of customer relationship. 
Every sign points toward the time 
when the buyers of life insurance are 
going to consolidate their investment 
programs into single plans, when they 
are going to look to individual agents 
for the formulation and satisfaction of 
these plans and when, with provision 
for diversification when necessary, they 
will look to individual companies to 
underwrite them. 

“The day of the big game hunter, 
the man who knocks off a 25 here, a 
50 there and a 100 elsewhere, is pass- 
ing. In fact, in the future, there are 
not going to be as many large policies 
sold. I don’t mean that people are not 
going to carry as much insurance. Un- 
doubtedly, they will carry more. But 
as life insurance becomes more and more 
a part of our national economic life, 
people will recognize the need for life 
insurance earlier in life, will plan their 
estates with more care and guarantee 
them by successive policies rather than 
individual plunges. 


Must Build Future 
on Satisfied Customers 


“The agent who will be on top 10 
years from now is the one who is tak- 
ing the building of a clientele seri- 
ously now. The company which will 
be on top 10 years from now is not 
the one which relies on catch-penny 
policies, high pressure sales methods 
and other purely competitive dodges 
designed to attract the indiscriminate 
buyer, but the one which, with aggres- 
sive conservatism, is preparing for a 
long future of satisfied customers. 

“I am sure we all feel that the agent, 
on entering the life insurance business, 
assumes a debt of some proportions on 
account of the nature of our business. 
In our salesmanship, for instance, we 
owe a very definite debt not to be- 
wilder our clients with mazes of fig- 
ures, intricate digests and comparisons. 

“The motives which inspire the pur- 
chase of life insurance, the protection 
of the family, the maintenance of the 
home, the education of the children, 
financial anticipation of old age, are of 
such a high order an® offer so many 
opportunities in their solution for real 
salesmanship, that it seems downright 
wrong for us to emphasize other phases 
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BREVOORT 


HOTEL 
Madison Street CHICAGO 


East of LaSalle 
Insurance Headquarters 


Brevoort Hotel upholds 
worthily the best traditions of 
American hotels famed for hos- 
pitality. 
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of insurance which within ourselves we 
know to be unimportant to the issues 
involved. It is our task, then, to fos. 
ter a better understanding of what life 
insurance will do.” 


APRIL IS PHILLIPS’ MONTH 
FOR MINNESOTA MUTUAL 





April has been made Phillips month 
for the Minnesota Mutual in honor of 
President T. A. Phillips, who has just 
completed 20 years of service with that 
company. An unusual feature of the 
honor month is the plan to specialize on 
a single pclicy and a selling plan that 
has been worked out for it. Thus the 
enthusiasm for honoring Mr. Phillips, 
who is held in great affection by the 
agents, will lead them to become familiar 
with the policy and with the plan of 
selling, while the practice of selling ona 
well thought out plan will roll up a 
larger total in honor of the president. 
Individual letters have been sent to the 
agents by E. W. Randall, chairman of 
the board, O. J. Lacy, vice-president, 
and Harold J. Cummings, superintendent 
of agencies, calling on them to make 
Phillips month a great success. 


Lectures on Life Insurance 


The concluding lectures in the course 
on general insurance conducted by the 
Kansas City College of Commerce are 
devoted exclusively to life insurance, 
and a special rate is being offered for 
those who want to take just the life 
insurance work. The classes are in 
charge of John C. Higdon, of the Busi- 
ness Men’s Assurance. 

On April 19 Frank Gentry of the 
New England Mutual Life will lecture 
on types of life insurance policies. Re- 
serve, surrender value and loans, sur- 
plus and dividends is the subject of the 
second lecture. George C. Heinrici of 
the Travelers will discuss insurable in- 
terest, beneficiary, assignment. The 
subject of the last session is accident 
and health insurance. 





New Director of Prudential 


Chester I. Barnard, president of the 
New Jersey Bell Telephone Company, 
was elected a director of the Prudential 
at the regular meeting of the board this 
week. 





A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 
MANSFIELD, OHIO 
Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agen Department, The Toledo Trav- 
elers Life rance Company, Toledo, Ohio. 








TWO OPPORTUNITIES 


First class, high grade, experienced insur- 
ance men wanted as State Managers in 
Ohio or Maryland. Only men who are per- 
sonal producers and experienced in field 
organization need apply. Must be of good 
reputation and able to furnish good and 
sufficient bond. This is the kind of com- 
pany it pays to represent. A powerful 
organization, over 121% solvent. American 
Experience Tables. Reliable service and 4 
full line of desirable policies. 


GRAND LODGE A. O. U. W. 
1121 Chapline St., 
Wheeling, W. Va. 
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Omaha 


Hotel Conant 


New— Fireproof 
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Rates $2 to $3 














1851 


great expansion. 


BERKSHIRE LIFE 
PITTSFIELD, MASS. 


BERKSHIRE LIFE INSURANCE CO. 


Writes all forms of standard participating contracts. 
Our SERVICE to POLICYHOLDERS and our splendid spirit of coopera- 
tion between HOME OFFICE and FIELD FORCE are responsible for our 


Territory open for connection with this fine old Massachusetts Company. 


Incorporated 1851 


19 
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INSURANCE CoO. 





FRED H. RHODES, President |: 
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For Another 


Big Year of Progress 


wis a gain of 66% in paid for business in 1928 
over the previous year, the Missouri State Life 
Agency force has pledged itself to another great year 


of progress. 


Every possible help will be given 
them to aid in the accomplishment 
of the undertaking. 


Effective, result-getting sales train- 
ing and assistance through a thor- 
oughly organized Branch Office 
system; new, fresh, attractively 
printed sales literature with illustra- 
tions that grip the attention and tell 
the story quickly; prompt, efficient 
underwriting service from the 


Home Office centrally located in St. 
Louis, “The City Surrounded by the 
United States.” Claim service un- 
excelled, and a multiple line of poli- 
cies to meet every life insurance 
need. 


It is this helpful, aggressive spirit 
that has won for the Missouri State 
Life the distinctive title, 


The Progressive Company. 


$1,200,000,000 


insurance in force 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President 





Home Office, St. Louis 
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Helped Write This 
Advertisement 


The Peoria Life long ago estab- 
lished the aim that it must not be ex- 
celled in the service it gives its agents, 
as well as its policyholders and bene- 
ficiaries whose satisfaction is neces- 
sary to the success of its agents. Such 
voluntary expressions as the follow- 
ing, which we are constantly receiv- 
ing, indicate that this aim is being 
achieved. 


An agent who has asked for special 
information: “I have been actually 
astonished at the way we get data 
from you. It seems that you take a 
personal interest in every inquiry, and 
do everything in your power to help 
us get the business on the books.” 


A policyholder who has just paid a 
premium: “I have done business with 
life and property insurance: companies, 
and vour company impresses me more 
hv its politeness, consideration and 
efficiency than any.” 

















ll 





An agent who has completed the Com- 
pany’s educational’ course: “I feel 
very proud to be dn agent of the 
Peoria Life, and will do my utmost 
to put into practice all the knowledge 
gained in the course. It is an énjoy- 
able study, and will benefit anyone, re- 
gardless of how much insurance ex- 
perience he has had.” 


A policyholder: whose renewal pre- 
mium has been solicited: “I appreci- 
ate your effotts to keep my policy in 
force. I find that doing business with 
you is a whole lot more satisfactory 
than other transactions I have had.” 


A disabled policyholder: “I consider 
this very fine service. You have done 
more than I expected. It will be a 
pleasure to recommend your com- 
pany.” 


A policyholder who has paid a policy 
loan: “Your kindness and almost 
never-ending efforts on my _ hehalf 
have not gone unnoticed. If the 
heartiest praise among my friends can 
help you, you have been aided to a 
great extent.” 














Peoria Life Insurance Company 


PEORIA, ILLINOIS 














